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BUFFALO BANK ADVERTISES LIFE INSURANCE 


Fidelity 


Trust Company of Buffalo Has Started a Campaign to 


Popularize Life Insurance and the Life Insurance Trust 


SHE Fidelity Trust Company of Buffalo has 

‘ started a newspaper advertising campaign 
in the interest of life insurance and the life 
insurance trust. The campaign, according 
to S. G. Easterbrook, trust officer, will be 
in complete co-operation with the Life 
Underwriters, Inc., of buffalo, and _ all 
other life insurance salesmen in the city. 

The first advertisement of the series, which bore the signiti- 
cant title, “Is Your Life Insured—Do You Carry All the In- 
surance You Should?” brought hundreds of inquiries from life 
insurance men, Mr. Easterbrook says, and convinced the bank 
that it had made a start in the right direction. Now it is 
planned, in addition to the newspaper advertising, to put out a 
booklet on “The Life Insurance Trust,” which will he distrib- 
uted to customers of the bank and worthy prospects throughout 
the city. This booklet will urge life insurance as one of the 
best means of starting the trust for the man of limited means 
and point out the advantages of the life insurance trust for the 
man of wealth. 

So great was the demand from insurance men for something 
they could carry with them to show prospects that the Fidelity 
Trust Company recommended life insurance that the bank had 
to have 500 reprints made of the first advertisement in the 
series, and this led to the idea of printing and distributing a 
booklet on the same subject. 

Not only through its advertising but in personal conferences 
with clients is the Fidelity Trust Company of Buffalo urging 
life insurance as a means of starting the trust fund. The offi- 
cers of the bank have made a study of the proposition to de- 
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termine in what cases the bank can handle the trust better than 
the life insurance company and also cases where the latter 
functions better than the bank. 

“In cases where we know the life insurance company can 
give the client the best service,” Mr. Easterbrook said, “we tell 
him the case frankly, for we believe in full and honest co-opera- 
tion between these two big interests. But at the same time we 
take pains to point out cases in which the bank has the ad- 
vantage over the life insurance company.” 

One advantage of the bank over the life insurance company 
in this matter, according to Mr. Easterbrook, is inflexibility of 
the contract. The life insurance company is limited by law to 
a straight out-and-out contract that is absolutely inflexible, 
whereas the person creating the trust can, if he wishes, leave it 
to the judgment of the trustees, when a bank handles the fund, 
to make certain departures from the provisions for the benefit 
of the beneficiaries. Further, the life insurance company is 
limited to a low percentage of income, whereas the bank can 
and usually does create a larger income on the principal. 

Such co-operation with the insurance interests is valuable to 
the bank not only because of the trust funds created from in- 
surance but also because of the collateral that often goes with 
these funds and because the bank usually gets the handling of 
the entire will and all the business that it may entail. 

A study of the copy being run by the Fidelity Trust Company 
of Buffalo shows that the campaign is unselfish. In fact, it 
is likely that the other banks of the city will profit from this 
advertising fully as much as the company which is paying the 
bills. The insurance agents in this city will profit in an equal 
degree. 
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SD Forty-Sixth Article : 
= . e x 
The Non-Fireproof Manufacturing Schedule 
(Continued from last week) | 
Waste—This refers to lack of proper metal cans in a building — automatic alarm, special building signal, etc., would be handled, | 
for taking care of waste products. Simple as cans are, it is In other words, they would be grouped and one reduction made : 


frequently very difficult to get them introduced, or to get them 
introduced in a quantity sufficiently large to take care of waste 
materials. 

Packing Material—The earliest form of packing 
was hay or straw. Later excelsior commenced to be 
this purpose. Other materials are sometimes used, but all of 
them are generally of such nature that they catch fire very easily 
from a small flame, and naturally their very nature makes them 
excellent fuel once a fire is started. Proper bins have been 
devised to hold such material, or the packing material may be 
risk, 


material 
used for 


in a room properly segregated from the main part of the 

Contractor—This item is for the purpose of distinguishing 
between the manufacturer who makes goods, it may be said, at 
his own risk—that is, he buys material and converts it into 
another product—as distinguished from the manufacturer who 
merely performs work upon the material, it having been fur- 
This latter form of 


nished to him by another party. manu- 


facturing risk is not deemed as desirable as the former; hence 
the provision for a charge. 

3oiler—The object sought under this item is to secure the 
proper enclosure to the boiler so that it will not be a threat to 
the property. If the boiler must be in the basement, where it 
then it should be properly enclosed in a room sui- 


about the 


generally is, 
ficiently stout to retain a fire if one originates in or 


boiler. The rapid introduction of electricity for power bids 
fair to bring about a condition where the boiler will be scarcely 
known, but until that time there must be a proper standard for 
controlling its hazard, and unless that standard be complied 
with a charge should be made. 

Untidy—Never mind where 


condition in a poor risk and it is a threat to a good one. It 


found, untidiness makes a bad 
is indicative also of the management, because a clean plant is a 
more economical plant to run, and the failure to recognize this 
principle furnishes at least some clue to the character of the 
management. 

Unsafe—Both the heating and lighting apparatus may be of 
a form that is approved, as steam for heating and gas for 
lighting. But there may 
therewith, and it is that condition that would be charged for at 
this point. 

Deductions—The analysis of the 
though blank lines are generally introduced into the printed 
schedule at this point for the purpose of taking care 
conditions which need to be treated. Whether they 
not, the rate has now reached the point where the better condi- 
the item of 


be unsafe conditions in connection 


risk is now complete, al- 


of special 
exist or 


tions can be taken care of under 
45 405 


Deductions—Under this item all forms of allowance. 


Ne Ldward k. Hardy, fesistant Manager; Ner Sork Fire Jusurance Exchanges 





at this point. 

E-xposure—The final thing that is considered is the exposure, 
and this is taken from the front, the right, the rear, and the 
left. The usual table is employed which considers a distance of 
100 feet between risks as safe, and if it be less than that, makes 
the charge which is due under the rules. 

In most territories where such a schedule would be employed | 
introduced features designed to take care of 
These may be illustrated by 

For instance, a section of a large city 


there would be 
peculiar conditions. what are 
called district charges. 
may have such a bad experience that the underwriters are only 
willing to accept risks in that section, for a higher premium | 
than would apply to the same type of risk in another part of | 
There may be in a large city—frequently it is so— | 
On the other hand, there may be 
as the 


the city. 
several of these districts. 
districts in a city which, owing to special 
high pressure system, may be entitled to a 
the city, even 


conditions, 
installation of 
rate less than would apply in 
though in those other parts no special district charges apply. 
Another illustration of the specific item introduced to care 
for local conditions is known as an omnibus manufacturing 


other parts of 


charge. Experience has shown that as the number of manu- 
facturing tenants or the kinds of manufacturing tenants increase 
that the hazard advances very rapidly. Special charges, there- 


have been introduced in some territories to meet this con- 


fore, 
dition. For instance, in one case, if the number of manu- 
facturing tenants exceeds three, a charge is made under this 


item. 
COMMUNICATIONS 
The final thing that calls for comment is the item of communi- 
cation. 
communicate with other properties in a non-standard manner, 


The building is supposed to be a separate risk if it does 


but still the communications are of such a type that they can 
he recognized as sufficient to permit separate rating, then a 
charge will be made until the conditions are made standard. 
Usually, as a matter of fact, even when aboslutely standard a 
certain low charge will be made because the best of fire doors 
are frequently found open, although it is not the intention of 
the management that they should be so. 
RATING ON THE NoN-FireEpROOF MANU- 
FACTURING SCHEDULE 

An example of an actual rate on this schedule in force to-day 
may be of value as shedding a little light on its operation. In 
One 5 a manufacturer 


\n EXAMPLE OF 


the case chosen there are five tenants. 
of carpets and the others are contract garment manufacturers. 
(Continucd on page 37) 
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ITH the advent of a new year THE 
SPECTATOR wishes its readers in- 
creasing prosperity. The year just past 
has seen a great development of the busi- 
ness and it is not too much to hope that 
1925 will bring an even greater one. 





THE CAT O’ NINE LIVES 

N our nursery days we were properly 

impressed with the astounding fact 
that a cat has nine lives. Although the 
passing years have completely dispelled 
this romantic delusion, we have never 
ceased to look upon the cat as a mysteri- 
ous and awesome animal in some vague 
way connected with superstitions we 
may yet have. Our impressionistic days 
are long since over, else we must by this 
time have been much more intensely af- 
fected by that insurance bugaboo, the 
monopolistic State fund. Again and 
again it has been decapitated in glorious 
victory, but never completely killed, it 
seems, for just as often it turns up in 
some new spot, its old viciousness fully 
restored. So in New York State just 
recently, the labor bodies took upon them- 
selves the duty of making certain recom- 
mendations to Governor Smith, included 
in which was one flatly advocating a mo- 
nopolistic fund for workmen’s compensa- 
tion in place of the present competitive 
one. The condition is not serious, due to 
the political situation in this State, but 
nevertheless there is some cause to com- 
ment upon the underlying motives of such 
‘recommendation. In the light of pre- 
Vous experience with State monopolies 


it may be said almost unequivocally 
that such monopolies as have been estab- 
lished have not been favorable to the 
working classes, in fact quite the opposite. 
Beneficiaries have had to wait for awards 
and wait again for the actual checks. 
Controversies have been as numerous, if 
not more numerous, than under competi- 
tive conditions. Most of the monopolis- 
tic funds have been supported by taxa- 
tion in order to reduce the apparent cost. 
This tax, of course, is ultimately shared 
by the industrial classes. Under competi- 
tive conditions they have no interest in 
the cost only in the result, which must 
have been much more satisfactory to 
them. One is reduced to the conclusion 
that the objective of the labor leaders is 
not altogether the benefit of their follow- 
ing and a suspicion that they may desire 
political patronage for themselves. It 
will, perhaps, be somewhat of a task to 
induce working men to believe this theory, 
but the effort should be made. The facts 
are easily obtainable, and must be known 
to men of sufficient ability to lead large 
groups of laboring men. Evidently, how- 
ever, the State monopoly bugaboo will 
continue to thrive until the rank and file 
of labor men understand better what it is 
they are asking for. They are the ones 
who must be reached if effective work is 
to be done. 





OVER-SOLICITED 

URING the year just past the sales of 

life insurance have progressed at 
such a pace'’as to quite outdo any previous 
year. Such a marvelous result has at its 
source many causes, but the writer, dur- 
ing a recent holiday trip, discovered one 
which at once amused and gave thought 
for serious reflection. During the past 
year two young men in Boston set up a 
small business as selling agents for a 
certain class of manufacturers. They 
operate on a shoestring, have an office on 
a little frequented street, up three flights 
of stairs. Once there, one has to hunt 
around a printing plant to find a tiny 
cubbyhole containing the two desks where 
they conduct their business. In spite of 
all these difficulties they have been so- 
licited for life insurance on the average 
at least once a day since they started up. 
One may well say that such a condition 
speaks well for the hustling agents of 
Boston, but does it? These boys are so 


5 


tired of seeing life insurance agents that 
they would go to any lengths to prevent 
this over-solicitation. They originally had 
a more than ordinary respect for the 
business, perhaps because one of them at 
one time seriously considered becoming 
an agent and perhaps would have had not 
his present opportunity been opened up to 
him. When the writer mentioned to one 
of them that he was going to call upon a 
certain general agent in Boston he ex- 
pressed his opinion of such an idea in no 
uncertain terms, ending up by saying that 
he wished that he could find some way 
of preventing that man’s agents from 
calling on him. In short, these young men 
have been solicited to death. There are, 
probably, in fact must be, several thou- 
sands like them all over the country. It 
would be hard to analyze accurately their 
feeling in regard to life insurance, but it 
is safe to say that they do not approve 
of the methods of promoting it, and they 
are likely to say so at any time and place. 
The condition presents a problem to 
which agency managers may well give 
some serious thought. 





District of Columbia to Examine Foreign 
Life Companies But Once in Three 
Years 


BattrmorE, Mp., Dec. 29.—Maryland life in- 
surance companies are materially benefited by 
the recent ruling of the Insurance Commisioner 
of the District of Columbia relative to examina- 
tion of companies. In the past Maryland com- 
panies were examined annually by examiners of 
the District department. Their protest against 
this practice on account of the added expense 
caused the neighboring department to rule that 
it would let !ocal life insurance companies have 
an examination but once in three years, as the 
Maryland law stipulates. The companies are 
now endeavoring to have the District of Co- 
lumbia accept the examination of the Maryland 
Department. 


Employees of Georgia Casualty Get Group 
Policy 

Employees of the home office of the Georgia 
Casualty Company of Atlanta, and of branch 
offices in six of the principal cities of the coun- 
try, have acquired life insurance protection un- 
der a group policy in the Metropolitan Life 
Insurance Company. The total coverage 
amounts to approximately $300,000 on the lives 
of more than 135 individuals, whose protection 
ranges from $1000 to $3000. 


—The Green Signal Club of the Illinois Life Insur- 
ance Company, Chicago, IIl., will hold its annual meet- 
ing January 16, at the home office of the company. 
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The Easy Way to Sell Life 
Insurance 

Under the title of “The Easy Way to Sell 
Life Insurance,” The Spectator Company has 
just printed a new leaflet, written by W. R. 
Letcher and designed to aid agents and general 
agents in canvassing for business. The sales 
plan explained in this publication is one which 
is already in use and has proved its effectiveness 
both in the acquisition of original policies and 
Selling life 
from selling any other 


in keeping life insurance in force. 
insurance is different 
commodity because it is an article which is gen- 
erally bought to benefit some person other than 
the one who pays the premium. Up to the 
present time, life insurance agents have ap- 
proached prospects with that idea in mind. In 
the leaflet “The Easy Way to Sell Life In- 
surance,” the author gives agents a different 
viewpoint and shows them how, by appealing 
to the personal interest of the prospect, they can 
secure many applications which would otherwise 
be beyond reach. 

The life insurance agent is no longer merely 
a salesman. He, provided he knows his busi- 
ness, is in the highest sense a professional man 
and, as such, is anxious to keep in touch with 
the latest thoughts and useful methods in his 
chosen calling. As a means of educating the 
agent and demonstrating to him how he can 
earn more money and at the same time extend 
his efforts into a greater sphere of public serv- 
ice, the leaflet called “The Easy Way to Sell 
Life Insurance” meets a definite need. After 
reading it. the agent sees his work in a new 
light and is filled with fresh confidence in his 
ability to go out and purvey life insurance as 
a permanent protection to dependents and as a 
medium for safeguarding against the hardships 
of old age. 

Life insurance companies will find in “The 
Easy Way to Sell Life Insurance” the very 
canvassing document which they have sought 
as something to stimulate production and keep 
outstanding policies in force. Sent out to their 
agents generally, they will come to realize that 
this leaflet teaches business-getting methods 
of real value and carries its message with all 
the force of a personal appeal. The leaflet may 
be obtained irom The Spectator Company at 
the following prices: Sample copy, 15 cents: 
50 copies, $3.50; 100 copies, $6; 500 copies, $25; 
1,000 copies, $40; 5,000 copies, $160: 10,000 
copies, $300. 





Policies for $1,150,000 Taken Out on Life 
of Wisconsin Lumberman 

Mapison, Wis., December 30.—The largest 
life insurance contract ever written in Madison 
and one of the largest ever written in Wiscon- 
sin was closed here this week. 

Policies aggregating $1,150,000 on the life of 
Edward J. Young, Madison lumberman, were 
placed by insurance underwriters through 
Harry L. French, general agent of the North- 
western Mutual Life Insurance Company. The 
contracts just closed have been in the making 
for the past two months. 

The insurance, all written on the ordinary 
life plan, calls for an annual premium totaling 


approximately $48,000 and is for the benefit of 
Mr. Young’s estate and the several companies 
of which he is president. 

Among concerns headed by Mr. Young are 
the Bernard Timber & Logging Company, the 
Black River Lumber Company, the Foster 
Creek Lumber & Manufacturing Company and 
the Wisconsin-Alabama Lumber Company. 


Albert H. Jones Appointed 


Albert H. Jones, for many years instructor 
of agents for the Mutual Life Insurance Com- 
pany of New York, has been appointed general 
metropolitan agent for the Columbian National 
Life Insurance Company of Boston. Mr. 
Jones will continue his residence in New York 
will have offices at 50 East 42d 


city and 


street. Since 1919, the date of his connection 7 
with the Mutual Life, Mr. Jones has written P 
large personal business, while at the same time 4 
conducting a life insurance class for the com. © 
pany which has terminated most successfully, 
Mr. Jones was born in England and received | 
his early insurance training there. Since his [ 
arrival in this country, fifteen years ago, he has 

garnered a large and varied experience which | 
is sure to prove of great assistance in his new 
position. ' 


—The Ohio National Life Insurance Company of 


Cincinnati, Ohio, has been elected to membership in F 
> announce 


the Association of Life Insurance Presidents, this be. 
ing the fifty-sixth member of the Association. Forty. 
seven members are domiciled in the United States and 


nine in Canada. 
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“The Rate of Commission 


is not to be considered too seriously 
The more it is con- 
sidered, the less insurance this agent 
The product itself is what 
counts, and the lower the percentage 
of overhead to the insured the larger 
The product stands on 
its merits and the commissions there- 
fore will take care of themselves on 
any policy which fits the individual 
Different policies fit different 
men and that is the job of the agent. 
He need not consider the commission 


in making any sale. 


The above is taken from a very 
recent letter written by a successful 
Prudential agent. 


Insurance Company of America 


Home Office, Newark, New Jersey 





wore 


He will not 


The Prudential 


Epwarp D. DuFFIELp, President 
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COMES TO NEW YORK 


Charles G. Taylor, Jr., Elected As- 
sistant Manager of Life Presidents 


WAS VICE-PRESIDENT OF ATLANTIC 
LIFE 


Prominent Executive Has Had Varied Ex- 
perience, Including Presidency of 
American Life Convention 
Manager George T. Wight, of the Associa- 
tion of Life Insurance Presidents, 
announced the election of Charles G. 
Jr, of Richmond, Va., to the newly 
office of assistant manager and actuary of that 
organization. This at this 
week’s meeting of the executive committee of 

the association. 

Mr. Taylor will assume his new duties the 
latter part of January, the exact time depending 
upon when he can be released from his present 
oficial duties as vice-president and actuary of 


to-day 
Taylor, 
created 


action was taken 





Cuartes G. TAytor, Jr. 


the Atlantic Life Insurance Company of Rich- 
mond. 

Mr. Taylor comes to the Association of Life 
Insurance Presidents with a background of 
twenty years’ active experience in the life in- 
surance business. Born in Petersburg, Va., on 
May 24, 1883, he attended prtvate school there 
and finished in the public schools of Richmond, 
Va. His business career began as a stenog- 
rapher in the Richmond office of the Fidelity 
and Casualty Company. 

He: entered the life insurance field shortly 
thereafter, when he became connected with the 
Richmond office of the Mutual Life Insurance 
Company of New York. In 1906, he became 
the actuary of the Insurance Department of 
Virginia under Col. Joseph Button. During his 
incumbency there he was a member of the com- 
mittee on blanks of the National Convention of 
Insurance Commissioners. 

On September 1, 1908, Mr. Taylor became 
‘ecretary and actuary of the South Atlantic 
Life Insurance Company, which later changed 
ts name to the Atlantic Life Insurance Com- 
pany. Pe has been with that corporation ever 
‘ince, having become its vice-president and act- 
vary on April 1, 1914. He became a director 
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of the company in 1913 and at the time of his 
resignation, to accept the position with the 
Association, he was also member of the 
finance, agency and executive committees of the 
company. 

Mr. Taylor is one of the best known life in- 
surance men in the country and has always 
been strongly identified with co-operative move- 
ments for the benefit of the institution of life 
insurance as a whole. He was elected presi- 
dent of the American Life Convention in 1920, 
was on its executive committee for many years 
and is now chairman of its special taxation 
committee. He is also a member of the execu- 
tive committee of the Life Insurance Sales Re- 
search Bureau and was at one time a member 
of the executive committee of the Life Agency 
He was formerly chair- 


a 


Officers Association. 
man of the Conference of Southern Life Insur- 
ance companies and for some time has been 
chairman of the legislative committee of the 
Richmond Underwriters Association. 

Mr. Taylor has long been a public-spirited 
citizen of Richmond. For over twenty years a 
director of the Y. M. C. A., he is now its third 
vice-president and is also vice-president of the 
Richmond Rotary Club. He was president of 
the Hermitage Country Club for several years 
and is still a director of that organization. He 
is a director and member of the trust commit- 
tee of the First National Bank of Richmond, 
the largest bank in that city. Mr. Taylor is a 
deacon of the Ginter Park Presbyterian Church. 


Globe Mutual Life Makes Good Record 


The Globe Mutual Life Insurance Company 
of Chicago, of which T. F. Barry was the 
founder and is president and general manager, 
has been making rapid advances in percentage 
of increase in the various departments of its 
financial record. A recent issue of the Globe 
Weekly News, a journal which the company 
distributes to families insured in the Globe 
Mutual, contained the following chronicle of 
such increases for the week of December 8 as 
contrasted with those of 1923: Gain in in- 
terest, 37.25 per cent; gain in assets, 32.50 per 
cent; gain in insurance issued, 22.10 per cent; 
17.75 per cent; and average 
gain, 27.40 per cent. This indicates that the 
agency force of the Globe Mutual is rendering 
a real service to the public, and it also is a 
tribute to the progressive management of that 


gain in income, 


organization. 


Penn Mutual’s New Policies 

PHILADELPHIA, PA., December 27.—On Jan- 
uary 2 the Penn Mutual Life of this city will 
start the issuance of its revised policy forms. 
The first page of the new policy has been com- 
pletely changed. Instead of beginning “in con- 
sideration,” the text has been divided into a 
number of paragraphs, each with appropriate 
heading, the whole bringing out the high spots 
of the policy for the benefit of the prospective 
buyer. 

The agent’s presentation is doubly strength- 
ened by the method of now arranging the text 


of the policy. 


PRUDENTIAL DIVIDENDS 


Company Celebrates Golden Anniver- 
sary by Special Payments to 
Policyholders 


1925 DIVIDENDS ARE HIGHEST EVER 
ALLOWED 
Ordinary and Industrial Policies Partici- 
pate in Results of Extremely Favor- 
able Experience 


President Edward D. Duffield, of the 
Prudential Insurance Company of America, 
Newark, N. J., announces that the company’s 
extremely favorable experience in 1924 enables 
it to fittingly celebrate its golden anniversary 
in 1925, by returning to its policyholders divi- 
dends on the highest scale ever allowed by the 
company. 

Special dividends, as in 1923 and 1924, are 
payable in 1925, on ordinary annual dividend 
policies (except group and wholesale insurance) 
at a scale substantially higher than that of 1924, 
which in turn averaged well above that of 
1923. 

Ordinary policies issued in the months of 
January and February, prior to 1922, received 
in 1924 the special dividends of both years, 
1923 and 1924. On some such policies, there- 
fore, the aggregate dividend for 1924 may have 
been greater than that payable in 1925, notwith- 
standing the increased scale adopted for the 
latter year. 

To illustrate the 1925 dividend scale, divi- 
dends on policies issued at age 35 in the years 
stated, for the ordinary whole life policy are 
presented. Such dividends also apply to poli- 
cies issued with accidental death and disability 
income benefits and to rated policies. The 
dividends for 1925 (premium, $24.09) are as 
follows: On issues of 1919, $5.21: 1920, $5.00; 
1921, $4.80; 1922, $4.60; 1923, $4.41. 


INDUSTRIAL DIVIDENDS’ 

Dividends on industrial policies will be pay- 
able in several forms, including dividends paid 
by additions to the amount of insurance, divi- 
dends to be applied to the payment of pre- 
miums, additional benefits on policies becoming 
claims, and cash dividends. The issues of all 
years prior to 1921 will participate in one form 
or another. Including regular, and special divi- 
dends, the total dividends in the form of 
permanent paid-up additions, effective Decem- 
ber 30, 1924, upon regular whole life industrial 
policies amount to 3% per cent on policies dated 
in years 1875 to 1895; 314 per cent on those 
dated in 1896; 2%4 per cent upon those dated 
in 1907 to 1916, and 2% per cent on those 
dated 1917 to 1920. 

Holders of policies April 
1913, to December 31, 1918, where request was 
not made to change the dividend system, will 
receive dividends to be applied to the payment 
of premiums equal to the value of the corre- 
sponding paid-up additions had the dividend 
system been changed. The permanent paid up 
additions on some of the older policies ranged 
as high as 1434 per cent. 
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SOUTHERN UNION LIFE 
INSURANCE COMPANY 


of FORT WORTH, TEXAS 


] 
AN AGGRESSIVE COMPANY 


With an unbroken record of service to policy- 
holders—a growing Company in which the 
human element enters into every business 
transaction. 


ASSETS IN EXCESS OF FOUR MILLIONS 
$4,000,000 


NEW BUSINESS PRODUCED 


Business written to date in Texas this year 
Approximately Twelve Million 
$12,000,000 


AVAILABLE TERRITORY IN TEXAS OPEN 
TO ACTIVE MEN WHO CAN QUALIFY 


JAS. L. MISTROT, President 
TOM POYNOR, V-Pres. & Agency Mer. 
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NEW HAMPSHIRE 


FIRE 
INSURANCE CoO. 





FIFTY-FOURTH 
PROGRESSIVE ANNUAL STATEMENT 


danuary |, 1924 
Cash Capital $ 2,000,000.00 
Assets 11.275.626.67 
Liabilities,except Capital 5,873,397.23 
Surplus toPolicyholders 5,402.229.44 























Reis 1. 


WEST COAST LIFE 
INSURANCE COMPANY 


San Francisco, California 








LIFE 

GROUP 
SUB-STANDARD | 
COMBINATION ACCIDENT & HEALTH 














Business in Force $64,667,311 
Admitted Assets $8,867,706 
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SURETY AND CASUALTY 
SALESMANSHIP 


By 
JOSEPH R. WILSON 


Manager, Development Division 
Maryland Casualty Company 


Manager, Maryland Casualty Company 
Training School 


Compiler of Lesson Papers on Surety and Casualty 
Principles and Salesmanship and Field Development 
for the Maryland Casualty Company Training School. 


Former Vice-President United States Fidelity and 
Guaraniy Company, and only brother of the late 
President Woodrow Wilson. ' 


Compiler of agents’ text book ‘‘Fidelity Bonds, Surety 
Bonds, Casualty Pol.c.es, the principles governing 
their underwriting; the methods of constructive sales- 
manship and the service in connection with them”’ for 
the United States Fidelity and Guaranty Company. 


Single Copy $4. 
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GODFREY MOORE APPOINTED 
Becomes General Agent of the Guardian 
Life 
Godfrey Moore, for many years an agent in 
New York for the Equitable Life Assurance 
Society of the United States, with an office on 
Madison avenue, has been appointed a general 
agent of the Guardian Life of America. Mr. 
Moore has already entered upon his new duties, 

retaining his old office. 

Mr. Moore is widely known in New York 
as a result of his activities in the Life Under- 
writers Association of New York, of which he 
has been an active and tireless supporter. He 
has been one of the large personal producers 
of the Equitable Life, having consistently writ- 
ten over a million a year for several years past. 
He is noted for his fair and ethical methods of 
conducting his business. 

Mr. Moore expects eventually to give up his 
personal work and devote his entire time to the 
training of his agents. In this respect he has 
a number of hitherto untried plans which he 
believes will do much toward making the new 
agency one of the leaders in the city. 


Etna Life Appointment at St. Louis 


HartrorD, Conn., December 29.—The Etna 
Life Insurance Company, through K. A. Luther, 
agency secretary, announced to-day the appoint- 
ment of Arthur L. McKnight as manager of 
the St. Louis, Mo., general agency. He will 
succeed John W. Estes and Jay Alan Fiske, 
resigned, 


Mr. McKnight, who goes to St. Louis from 
El Paso, Texas, where he has been manager of 
the Etna Life agency for about ten years, is a 
native of Texas and a former cowboy. When 
about twelve years of age he went with his 
parents to live in Amarillo, and for the next 
several years his time was devoted to the activi- 
ties of a cattle ranch. 


Some time later he found work in a general 
store, and it was there that he first entertained 
the idea of becoming a life insurance salesman. 
His first connection was with the New York 
Life, which he represented in Amarillo with 
George S. Williams, who later was appointed 
with him as a general agent of the 7Ztna Life. 


S. A. Boyd to Represent Continental Life 


The Continental Life Insurance Company of 
St. Louis, Mo., announces the succession of 
Samuel A. Boyd as general agent for the com- 
Pany in Newark over the former agency of 
Douglass & Boyd. Mr. Boyd’s firm will be 
known as the Samuel A. Boyd General Agency 
and will have offices at 207 Market street. 

The Douglass & Boyd agency, in which Mr. 
Boyd was partner, was appointed by the Con- 
tinental Life in the early part of 1024 and will 
Close its first year with a total of $1,000,000 in 
Paid-for business. The agency attributes this 
auspicious production in the main to the ser- 
Vice rendered to brokers on surplus and sub- 
standard lines. 


A CENTURY OF PROGRESS 





Dr. Charles H. Mayo Describes Im- 
provement in Public Health 





TUBERCULOSIS DEATH RATE MUCH 
REDUCED 





Why More People Are Now Dying of 
Cancer 


Dr. Charles H. Mayo, of the Mayo Clinic, 
Rochester, Minn., made a most interesting talk 
before the recent meeting of the Association of 
Life Insurance Presidents at New York. 
Speaking of the progress made in mass health, 
he stated that within the last one hundred years 
95 per cent of all the great developments of 
the world have occurred. Man’s power has 
been multiplied one thousand fold by his abil- 
ity to create and control the things about him. 
Looking back into ancient history, Dr. Mayo 
said that in the days when King Tut was a 
young man, they married at thirteen and four- 
teen, and the girls at twelve, in order to have 
any life at all with their wives. More has been 
accomplished in medicine in the last twenty- 
four years than in the preceding twenty-four 
centuries. 

In the fourteenth century, 50,000,000 people 
died of the plague; in the seventeenth century 
50,000,000 to 100,000,000 people died of small- 
pox. New York city, from 1787 to 1800, was 
devastated by smallpox. As Dr. Mayo said, 
those things are controlable to-day. In the six- 
these things are controllable to-day. In the six- 
but twenty years, and it has now reached fifty- 
eight years, indicating the tremendous strides 
that have been made in the practice of medi- 
cine. Dr. Mayo predicted that the biblical three 
score years and ten may be reached as an aver- 
age in the next twenty-five or forty years. As 
to this he said: 

It is coming. We know it is coming from 
the record of the past, because we are control- 
ling and have controlled mass diseases, plagues, 
such as cholera, typhoid fever, etc. Only with- 
in the past few years, comparatively, have we 
known anything about typhoid fever. We now 
find it is the old body louse, the cooty, that car- 
ries that disease. When we come to study the 
carriers of diseases as an economic problem we 
find that Texas cattle fever is distributed 
among the cattle by the cattle tick, so that in 
the great South and West, they drive, every 
so often, their animals through the vats to de- 
stroy the cattle tick. 

Dr. Theobald Smith of the Department of 
Agriculture, and Dr. Wilson, of our Clinic, 
worked out the next problem with their co- 
workers, which was the spotted fever, the 
mountain fever, which was carried by the cat- 
tle tick again. 

But off the cattle tick on to man! Then 
came the work which has just been presented of 
Gorgas; Reed and others working under 
Gorgas, having the opportunity from the 
authority of Gorgas, worked out the discovery 
of yellow fever, and poor Reed lost his life in 
the investigation. 

When I was in Europe, Gorgas died. I had 
the opportunity to talk with him the day be- 
fore he died just a little bit. With great diffi- 
culty he could talk, but the English government 
honored him and had him there to send him to 
Africa because he had a belief that he could 
rid the world of yellow fever. The English 





government believed him, and they are carry- 
ing on as best they can that work to-day. Next 
came malaria, and we successfully combated 
that. 

The entire erradication of a disease is 
extremely difficult and there are occasional out- 
breaks of those which are pretty well under 
control. 

Dr. Mayo then turned to the modern type of 
diseases from which man is dying individually. 
He referred to the fact that over 7,000,000 
young people had to be examined to get a little 
over 4,000,000 healthy enough to participate in 
war’s duties. He laid this condition at the door 
of their parents, to whose ignorance he ascribes 
much of the impaired condition of health. Con- 
cerning the necessity for better education Dr. 
Mayo said: 

Any man who has had education and made 
use of it for himself and his family is always 
in debt to the rest of the world to try to give 
and give and give in order to give an oppor- 
tunity to those who have not, because many a 
person has a magnificent brain and goes through 
life held down by the lack of education and 
the lack of opportunity. 

Comparing health conditions for children in 
the city and country, he claimed that the cities 
get better care to-day, by far, than the farms, 
the rural communities. 

Dr. Mayo reported that in Rochester, Minn., 
where he is health officer, the death rate among 
babies is two hundredths of one per cent, the 
lowest in any community in this country. “As 
yet,” he commented, “we are not getting many 
more men to old age than we used to. That is 
a problem that depends largely on inheritance, 
but we are getting the average age up higher 
because we are saving more babies.” 

In the last thirty-five years the study of the 
problem of tuberculosis has reduced the death 
rate from that disease, in this country, from 
200 out of every 100,000 to about 97. That re- 
sult has been brought about through education 
in the transmission of diseases, etc. 

Concerning the increasing death rate from 
cancer, Dr. Mayo said: 


As we advanced the age of man, then this 
problem of cancer came up. We say it has ad- 
vanced two and a half per cent a year for some 
time. Why? You can’t take the two things 
and not see the harmony between them. If we 
are going to make older men, then they are go- 
ing to live to a cancer age—and they are living 
on and increasing the percentage of cancer 
cases. It isn’t that cancer has increased so 
much, but that we are advancing the age of 
man into the cancer period of life, the period of 
degeneration of cells. That is the thing to con- 
sider, because 87 per cent, as we see it now, of 
all the deaths in this country (if you are not 
killed by an automobile or some other acci- 
dent) are going to be from some type of infec- 
tion. Lots of us are going to live along longer 
periods, not very well, but we are going to live 
along. * * * 

As we come up then and add to the age of 
man, the machinery goes to pieces, it needs a 
little more oil. It is very similar to a good car. 
If you have a $4000 car, you send it down to 
be looked over, and that is a fine thing. But 
it seems your own life isn’t worth that much 
attention. You are going to leave some money 
to your family perhaps, but you won’t pay even 
a small amount to go down and be looked over, 
after you are forty years of age, to see what 

(Concluded on page 25) 
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SALESMEN WANTED 


Reliable Men in Arizona, New Mexico and Texas 
for All or Part Time to Sell Old Line Life 


Insurance. 


Attractive Policies. Liberal Commissions. Both 


Standard and Sub-Standard Risks. 


If You Are Already Writing Insurance Stop That 
Leak in Your Income by Placing Your Declined 


Business With Us. 


THE TWO-REPUBLICS LIFE INSURANCE COMPANY 


EL PASO, TEXAS 

















Merchandise 


The price, the quality, the utility, and the profit— 
and finally, the market and the stability of the factory! 
These are the things a good salesman considers. 


The price of Franklin Merchandise is low. The 
quality is not surpassed. The utility is such that 
any insurable contingency may be accurately satis- 
fied. The profit to the salesman is commensurate to 
his service. And finally, the market is the great 
Mississippi Valley with good territory still open; 
and the Company has forty years of successful opera- 
tion behind it. 


One thing more is needed: a few additional salesmen 
of general agency calibre. 


Write 


THE FRANKLIN LIFE 
INSURANCE COMPANY 
Springfield, Il. 




















MEN 











THE LIBERTY LIFE 
INSURANCE COMPANY 


Liberty Life Building, 


Topeka, Kansas. 


WHO 
THINK 


they are built for speed and endurance 
and can qualify for general or state agency 
work, will find it to their advantage to 
communicate with 
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unlimited production. 


rights. 





Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 








CAUTIOUS ABOUT HALF-RATE POLICY 
K. A. Luther Writes Aetna Life Agents 


HartFrorD, Conn., December 27.—The new 
“Modified Life with Change of Premium at 
cnd of Five Years” plan of the A£tna Life In- 
surance Company is not “bargain counter in- 
surance,” and should not be considered in that 
light, according to Agency Secretary K. A. 
Luther, who recently sent all general agents and 
managers of the company definite instructions 
intended to prevent any misunderstanding in 
connection with this form of issuing insurance. 

After quoting three paragraphs concerning 
misrepresentation of this plan from a report 
of the National Convention of Insurance Com- 
missioners at the recent meeting in New York, 
Mr. Luther says: 

We very urgently request all managers to 
make absolutely certain that all of their agents 
are carefully warned not to use any other name 
than “Modified Life With Change of Premium 


at End of Five Years” when describing or re- 
ferring to this plan of insurance. 


The modified life policy is not bargain coun- 
ter insurance. If any agent’s method of sell- 
ing this plan is brought to our attention as open 
to criticism, that agent’s license will be imme- 
diately revoked. Also, the manager under whom 





A Company with Friends 
Everywhere 


The agent who is selling insurance in 
this Company, which for seventy-three 
years has been rendering unexcelled 
service, does not work alone. Wherever 
he may be, he finds enthusiastic friends 
ready to help him by testifying that there 
is no better company in the land than the 
old Massachusetts Mutual. Its enviable 
record for service and the low net cost of 
the protection furnished make a combina- 
tion that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


Massachusetts Mutual 
Life Insurance Company 
Springfield, Massachusetts 


Incorporated 1851 











such an agent operates will be held responsible. 

Please use every expedient to see that your 
company’s good name as well as your own high 
standing is maintained. 


A Novel Christmas Letter 
Many clever and original Christmas greeting 
cards and letters were sent and received by in- 
surance men during the past week, but one of 
the most novel we have seen of the latter was 
the following, written by C. W. (“Pop”) 
Brandon of Columbus, Ohio: 


THEN AND Now 

Forty years ago, I remember, eggs were ten 
cents a dozen; milk was five cents a quart; the 
butcher gave away liver; the hired girl received 
a dollar a week and did the washin’. Women 
did not powder and paint (in public), play 
poker or shake the shimmie and they were 
taught to cook at the age of six. 

Men wore whiskers and boots. chewed to- 
hacco, spat on the sidewalks and cussed. Labor- 
ers worked ten hours a day and never went on 
a strike. No one was ever operated on for 
appendicitis; microbes were unheard of; folks 
lived to a good old age and every year walked 
miles to wish their friends 


A MERRY CHRISTMAS 
NO MORE HEARTY THAN I 
WISH YOU 


To-day the digger in the ditch has luxuries 
the rich man’s millions could not buy forty 
years ago. 

To-day everybody rides in automobiles (or 
Fords): plays the piano with their feet: goes 
to see Charlie Chaplin; blames the high cost 
of living on the Democrats: never goes to bed 
the same day thev get up and think they’re hav- 
ine a H——— of a time. 

These are the days of the radio, the phono- 
graph, the nicture show. the airship and the 
Columbus Mutual Life Insurance Company. 1 
you think life is well worth insuring, I wish 
you 

A HAPPY NEW VEAR 
Pop BRANDON. 





Puts Out Publication for Policyholders 

The National Life Association, Des Moines, 
Towa, has started the publication of a quarterly 
called “Fireside.” The first issue consists of 
four pages, containing short articles and sev- 
eral illustrations of matters and events which 
might well interest the policyholders of that 
particular association. A short article on the 
relationship of the organization with the insur- 
ance department of Iowa is of especial merit. 


II 


INDIANA INSURANCE DAY 
Speakers Announced for Gala Event on 
January 20 


The program arrangements for Indiana In- 
surance Day in Indianapolis on January 20 are 
taking definite shape in the hands of the com- 
mittee named for the purpose and the list of 
speakers for the occasion has just been an- 
nounced. Among those who will appear are: 
Hon. Charles L. Underhill, Massachusetts 
Congressman, who has been leading the fight 
on the Fitzgerald monopolistic workmen’s com- 
pensation bill in the District of Columbia, and 
Claris Adams, the noted attorney and member 
of the firm of Turner, Adams, Merrell & Locke 
of Chicago, who will act as toastmaster. Con- 
gressman Underhill will address the banquet in 
Riley room of the Claypool Hotel in the 
evening. 

The afternoon of January 20 will be devoted 
to activities typifying the contributions of in- 
surance to industry from the standpoints of 
life, fire and casualty policies. The life insur- 
ance speaker will be Raymond W. Stevens, 
president of the Illinois Life, and Jesse S. 
Phillips, general manager of the National 
Bureau of Casualty and Surety Underwriters 
will deal with casualty insurance. The Indian- 
apolis Life Underwriters Association will hold 
a luncheon meeting in the Travertine room of 
the Lincoln Hotel and this session will be ad- 
dressed by Charles J. Rockwell, professor of 
insurance salesmanship at the University of 
Pittsburgh, and one of the foremost authori- 
ties in this country on that subject. 


the 


Predict Fewer Part-Time Men 

PHILADELPHIA, Pa., December 27.—It has 
been found upon a survey that there are fewer 
insurance men working on part time here than 
ever before. Also the men are entering the 
insurance field more and more upon a full-time 
basis and are receiving training to that end. 
Clifton Maloney, president of the Philadelphia 
Life, predicts that hereafter his company will 
engage only full-time men. 

Paul Loder said that his company, the Provi- 
dent Mutual, hesitated very strongly to accept 
part-time men any longer. Frederick Wood- 
worth, Philadelphia manager for the John Han- 
cock, declared that in five years from now 
there would be fewer underwriters in the coun- 
try but that the less number would have a much 
better training than those now selling insurance. 


Labor Union to Organize Life Company 

Datias, Tex., December 28.—A life insur- 
ance company for the benefit of members of 
the Bricklayers Union in North Texas will be 
formed at a meeting early in January, J. M. 
Shea, executive secretary of the Union, has 
announced. 

Capital for the company is available from 
several sources and a surplus will be provided 
sufficient to cover death benefits equal to the 
highest death rate on record among bricklayers 
in this vicinity, Mr. Shea said. Policies will 
be limited to $2500 with low rates, the company 
not seeking profits. The amount of capital will 
be decided upon at the organization meeting. 
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mt HAMPTON ROADS 


FIRE 4» MARINE 
Insurance Company 


’ NORFOLK, VIRGINIA 
Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. MoRIN, 
President Vice-Pres. and Managing Under. 
Secretary Fire Dept. 


SOUTHLAND 
LIFE INSURANCE 
fm COMPANY 
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Wilmer L. Moore, President Robert F. Moore, Secretary 


TEXAS = TENNESSEE 
WANTED GENERAL AGENTS. We are prepared to give 
attractive general agents’ contracts in the above States to 
men of experience, proven success, character and some financial 
worth, possessing executive ability and energized initiative. 
Wilfred S. McLeod, Agency Manager. 


The Southern States Life Insurance Company 
Atlanta, Ga. 


We have something to offer in the way 
of a general agency that is very attractive 
to find with an old, conservative life com- 
pany. 
vestigate. All communications confidential. 


It will pay anyone interested to in- 


Address Box 54, THE SPECTATOR, 
135 William Street, New York. 

















To the Man Who is Willing—and Will 





We are prepared to offer unusual opportunities for money- 
making NOW and creating a competency for the FUTURE. 


For Contracts and Territory, address 


H. Wi. HARGROVE, President : : BEAUMONT, TEXAS 











Equitable Life & Casualty 


Insurance Co. 
OF FRANKFORT, KY. 


Our Accident and Health Policies give the Insured his 
Money’s Worth. 


They are Far Ahead of the Average, and Contain 
Features which make them Distinctive. 


We need a few good men in Kentucky and California. 
Address— 


CASUALTY DEPARTMENT 


360 North Michigan Avenue, Chicago, Illinois 
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FIRE UNDERWRITERS OF ST. LOUIS 


L. E. Bright Heads Ticket for January 
Election of Officers 


Sr. Louis, Mo., December 30.—-L. E. Bright, 
of the Lawton-Byrne & Bruner Agency Com- 
pany, has been nominated by the nominating 
committee of the Fire Underwriters Associa- 
tion of St. Louis for president of that organiza- 
tion. He will undoubtedly be elected at the 
January election of officers as no opposition 
He will 
succeed W. D. Hemenway, of the Insurance 
Agency Company, who served for two terms 
and who recently successfully negotiated, with 
the Western Union and the Bureau, a new set 
of rules and regulations for placing fire insur- 
ance in the Mound City on a more firm and 
equitable basis. 

The other officers nominated for the regular 
ticket by the special committee were as follows: 
Vice-president, Frank C. Case of Case & 
Thomas; secretary, J. P. Mitchell of Martin- 
Mitchell; treasurer, Chris J. Kehoe, F. D. 
Hirschberg & Company. These four officers 
will be ex-officio members of the executive 
committee of the organization by virtue of their 
offices. 

Others nominated for the executive commit- 
tee were: A. H. Hitchings, Markham & Com- 
pany; Charles G. Petrie, Crane Agency; C. M. 
Talbert, Deuchler - Talbert - Flachmann - Berry 
Agency; J. F. Hickey, Mercantile Agency 
Company; Cabell Gray, Cabell Gray Agency 
Company; Sam G. Kennedy, Sam G. Kennedy 
Agency; Sam D. Capen, George D. Capen & 
Company, and J. R. Harkins, J. R. Harkins 
Agency Company. 

A general welfare committee was also created 
to deal with special matters affecting the wel- 
fare of the insurance interests of the city 
W. D. Hemenway, the retiring-president, was 
named for chairman of this committee. Other 
members nominated were: Charles Crane, 
Crane Agency; Charles H. Morrill, W. H. 
Markham & Company; Carl Lawton, Lawton- 
Byrne-Bruner Agency, and Fred H. Krees- 
mann, 

The members of the nominating committee 
were: Charles L. Crane, chairman; Charles R. 
Morrill, Carl S. Lawton, Chris J. Kehoe and 
Sam D. Capen. 


F. H. Cauty to Manage Marine Lines for 
Niagara Fire 

Frank H. Cauty, New York city agent and 
representative, has completed negotiations with 
the Niagara Fire Insurance Company to take 
over the New York management of its marine 
department to-day in the joint office for that 
branch of the Liverpool and London and Globe 
Insurance Company, the Thames and Mersey 
Marine Insurance Company and the North 
China Insurance Company at 27 William street. 

To all appearances this would seem a most 
satisfactory arrangement both for the Niagara 
Fire and the Cauty office, as it gives to the 
former close associations with companies of the 
highest standing and to the latter the facilities 
of another strong institution. 


Edward Brown & Sons to Celebrate 
Fiftieth Anniversary 


Celebration of its fiftieth anniversary will be 
observed during 1925 by Edward Brown & 
Sons, oldest general agency on the Pacific 
Coast. Established at San Francisco in 1875, 
the firm wrote fire and marine insurance pre- 
miums of nearly $5,000,000 in 1924, the forty- 
ninth year of its existence. Arthur M. Brown 
and Arthur M. Brown, Jr., both well known 
in Pacific Coast insurance circles, are heads of 
the general agency which represents the Globe 
and Rutgers, Agricultural, Hudson, Hamilton, 
Svea, United States Merchants and Shippers 
and Globe Underwriters for fire lines, the 
Metropolitan Casualty for casualty and surety 
business, the Royal Exchange, Indemnity 
Mutual Marine, Milwaukee Mechanics, United 
States Fire, Tokio, Fire Association, Globe and 
‘Rutgers and Agricultural for inland and ocean 
marine, and the Globe and Rutgers Agricultural 
and the Svea for automobile business. 


North Star Is Organized 


A new fire and marine insurance company 
is being organized in New York city to be 
known as the North Star Insurance Company. 
It will be inaugurated with an initial capital of 
$400,000 and a surplus of $200,000 to do pri- 
marily a reinsurance business. It has lately be- 
come known that the company is being con- 
ceived for the purpose of reinsuring the out- 
United States 
branch of a certain foreign reinsurance com- 
pany, but 


standing obligations of the 
as negotiations have not yet been 
concluded, no announcement of such an ar- 
Other in- 
terests concerned in the inauguration are the 
Reinsurance Company Salamandra of Copen- 
hagen, Denmark, and J. G. White & Co., Inc., 
bankers. 


rangement can definitely be made. 


J. W. Thompson Made Actuary of North 
American Reassurance 

At the regular meeting of the board of 
directors of the North American Reassurance 
Company of New York, held last week at 110 
William street, J. W. Thomson, F. F. A., was 
appointed actuary of the company. Mr. Thom- 
son is a well-known English actuary of much 
experience, having been, for eleven years, 
British Government actuary for Scotland and 
later with the actuarial department of the Scot- 
tish Life Assurance Company, where he was 
personally trained by Henry Moir, president of 
the United States Life Insurance Company. 
Mr. Thomson is a fellow of the Faculty of 
Actuaries in Scotland, an Associate of the In- 
stitute of Actuaries in Great Britain and a Fel- 
low of the ‘Royal Statistical Society in Lon- 
don. 





—The annual banquet of the Chicago Board of Fire 
Underwriters will be held Wednesday evening, Jan- 
uary 16, at the Sherman Hotel. Senator-elect Charles 
S. Dineen will be the chief speaker. 


—The Association of Life Insurance Presidents has 
issued in book form a full record of the proceedings 
of its eighteenth annual meeting, held at New York 
on December 11 and 12, 1924, 
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WOLVERINE AND MICHIGAN EMPLOY- 
ERS MAY AMALGAMATE 
Companies to Have New Home Office 
Building—Plans Going Forward 


Lansinc, Micu., December 26.—Announce- 
ment of a new home to be erected during the 
coming year by the Wolverine Insurance and 
Michigan Employers Casualty companies here 
was made late last week by the building com- 
mittees of the two organizations which are 
affiliated. The new structure is to be of either 
four or seven stories, the height to be deter- 
mined after a survey is made of the city in re- 
gard to office needs. It will be erected at 
Capitol avenue and Washtenaw street on a site 
purchased some time ago following disposal of 
the present home of the companies to the local 
Y. M. C. A. 

E. A. Bowd, local architect, has been in- 
structed to prepare plans for the building and 
it is probable that the contract will be let this 
winter, although building operations may not 
begin until late in the spring. 

It has been rumored recently in insurance 
circles that the two companies are about to be 
formally merged. Robert K. Orr is president 
of both companies and their directorates are 
about the same. The Wolverine has specialized 
in automobile insurance and the other concern’s 
lines are implied in its name. Both are said 
to be among the fastest growing organizations 
of their kind doing a strictly State business. It 
is possible, according to well-informed insurance 
men, that at least one of the companies may 
extend its operations outside of Michigan. 


Blue Goose to Dine in Newark January 19 


The New York city pond ot the Blue Goose 
is planning a beefsteak dinner to be held Jan- 
uary 19 at Achtel-Stetters in Newark. Dinners, 
and similar gatherings, following the holi- 
days, have become a kind of annual institution 
in the New York pond and they are anticipated 
with much pleasure by everyone. This year it 
has been decided to make it one-of the almost- 
passé old-fashioned beefsteak dinners. 

Immediately following the dinner a business 
meeting will be held. The initiation commit- 
tee, after much preparation, has arranged for 
some new and startling ceremonies in enrolling 
new goslings who are yearning for the rice 
fields. The committee wishes to announce that 
applicants desiring to enroll at this meeting 
must submit their requests before January 12, 
1925. 


Hopes for Revision of Insurance Laws 

Topeka, Kan., December 29.—William ‘R. 
Baker, Kansas Superintendent of Insurance, 
will suggest to the Kansas Legislature the com- 
plete revision and modernization of the Kansas 
insurance laws. He has little hope that the 
legislature will undertake the job but it may be 
possible that it will authorize the appointment 
of a commission to study the insurance needs 
of the State and report at the 1027 session of 
the legislature. “The growth and development 


of the business of insurance in this State,” said 
Mr. Baker, “make it almost a necessity for our 
present insurance laws to be fully revised.” 
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MAINTAINS OCTOBER CONTRACT 
RIGHTS 


Association Gives Advice in Bulletin to 
West Virginia Agents 

The culminating event of the meeting of the 
West Virginia Association of Insurance Agents 
held last Saturday in Charleston, W. Va., was 
the construction of a bulletin to be sent out to 
its members stating the results of the various 
committees’ deliberations on the recent commis- 
sion controversy. From this bulletin, we quote 
in part: 

The committees were unanimous in recom- 
mending to the agents that they continue to 
maintain their rights under their old commis- 
sion contracts or agreements on all October, 
1924, business and that business written and re- 
ported previous to date of receipt of “Third 
Party” or similar letters dated about Novem- 
ber I, 1924, notifying agents not to place busi- 
ness in the company except at 20 per cent com- 
mission. If any agent feels that his contract 
or agreement has not been legally abrogated by 
such letter of notitication it then becomes a 
matter of his own individual action and judg- 
ment. Your committees are still working on a 
plan to get some consideration for the agents 
and will advise you of future developments. 

The association advises its members that the 
security of the New Haven and the East & 
West have been added to the list of companies 
co-operating on the sole agency plan. It states 
that the executive committee has requested all 
companies “to adjust their agency plants on the 
basis of sole agencies by February 1, 1925, un- 
less a company presents good and sufficient rea- 
sons why this adjustment cannot be completed 
by that date, but under no circumstances will 
the time be extended beyond March 1, 1925.” 

The association appeals to the agents of the 
State to join its ranks. Its present paid mem- 
bership is 173. Secretary C. I. Thornburg in a 
letter to The Journal of Commerce says that. 
in connection with the committee meetings on 
Friday, “the committee called upon Auditor 
and Ex-officio Insurance Commissioner Bond 
and a lengthy discussion of the whole situation 
was had with him. Matters of insurance legis- 
lation were discussed by the committee in view 
of the coming session of the legislature.” 

At the home offices of the various fire in- 
surance companies operating in West Virginia, 
the opinion is popularly expressed that the issue 
between the companies and the agents will come 
to the fore early this month when the latter 
pay the balances on their October business. If 
the practice of deducting commissions on the 
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CARBON MONOXIDE GAS 


Is there a duty for insurance men? 
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Receiver Appointed for Federal Mutual of 


Maryland 
BALTIMORE, Mp., December 29.—A_ receiver 
for the Federal Mutual Fire [Insurance Com- 


pany of Maryland was appointed by the circuit 
court of Baltimore. Arthur M. Siegk was 
named, and was bonded for $25,000. 

The receiver was appointed upon a bill of 
complaint filed by Carville D. Benson, Insur- 
ance Commissioner of Maryland, and upon the 
report of a commission appointed to examine 
and report on the condition of the company. 

The bill filed through Thomas H. Robinson, 
attorney general, stated that the company was 
successor of the Distillers Mutual, incorporated 
in 1907. The examination ordered by Mr. Ben- 
son showed liabilities of $13,953 in excess of 
assets, according to the bill. In the assets, it 
was alleged, was an item of $509,767 in the 
course of collection, making the total deficiericy 
$73,721. 

J. W. Crumley Retires 

RicuMonp, Va., December 29.—J. W. Crum- 
lev has retired as special agent in Virginia Yor 
the Scottish Union and National. He has held 
maintaining 


this position for several years, 
offices in Richmond. Mr. Crumley has _ not 
announced his plans for the future. He has 


been succeeded by Frank A. Powell, Jr., until 
several months ago assistant special 


Virginia for the Hartford Fire. 


agent in 


—A. Hymen & Sons, 80 Maiden Lane, 
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TEXAS COMMISSIONER ENJOINED 


Commission Ruling of J. M. Scott Declared 
Confiscatory by Court 


Avustinx, Tex., December 29.—John M. Scott, 
Texas Insurance, has been 
perpetually enjoined from the enforcement of 
an order issued last September prohibiting fire 
insurance agencies of admitted companies from 
dividing or splitting commissions with non-resi- 
dent insurance brokers and non-admitted com- 


Commissioner of 


panies. 

The injunction was obtained by Col. William 
Thompson of Dallas, general attorney of the 
leading fire insurance companies in Texas and 
was issued by District Judge Cooper Sansome 
of the district court of Travis county. It is 
alleged by the Texas agencies that the order of 
Commissioner Scott is confiscatory and the law 
on which the order was issued unconstitutional. 

Assistant Attorney General Eugene Wilson, 
who is representing Commissioner Scott, is pre- 
paring to appeal the case to the third court of 
civil appeals at Austin, which tribunal is ex- 
pected to certify the case to the State supreme 


court for final determination. 
John Ferguson Dead 
John Ferguson, manager of the American 


loreign Insurance Association’s marine depart- 
ment, died last Sunday in the Christ Hospital, 
Jersey City, N. J., from typhoid-pneumonia. 
Mr. Ferguson was a very popular insurance 
man and had been well known for many years 
in New York fire insurance circles. 
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NATIONAL LIBERTY 


INSURANCE COMPANY OF AMERICA 


Western Dept., 207 North Michigan Blvd., Chicago 
Losses paid since organization over 56 millions. 


DISTINCTIVE AGENCY SERVICE IS MAKING THE NATIONAL 
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MUTUAL HAIL PRACTICES 


Suit in Michigan Brings Out New and 
Strange Scheme 


Jackson, Muicu., December 29.—Curious 
practices and questionable reliability of mutual 
hail insurance companies were aired in circuit 
court last Campbell, 


Springport farmer, brought suit against the 


here week, when Ray 
Michigan Mutual Hail Insurance Company, of 
which he was supposedly a member in good 
standing, in an attempt to collect insurance on 
his pea crop, which he said was ruined by hail. 
Judge James Parkinson is the 
merits of the case after several days of argu- 


considering 


ment. 
One of the points brought out 
which was given considerable publicity in the 


strange 


daily papers was the fact that, although a pol- 
icyholder could collect a total claim for only 
3 per cent of the total amount carried in a 
certain division, the company could and did 
accept premiums on policies calling for insur- 
ance of several times the amount collectible. 
Campbell, it was shown, was paying a pre- 
mium on a $4000 policy, but company officials 
testified that he could not possibly have col- 
lected, even had his claim been uncontested, 
more than $1800, as only $60,000 worth of busi- 
ness had been written in the garden truck di- 


vision. 





—Among the recently issued regulations of the 
National Board of Fire Underwriters are those re- 
lating to Prevention of Dust Explosions in Flour and 
Feed Mills, and Installation of Pulverized Fuel Sys- 
téms. 





“Superior Service Satisfies”’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 


Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 





Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital.......... $ 1,000,000 


Surplus to Policy 
Holders....... 


Assets........... 


1,752,290 
4,543,938 











ASK INJUNCTION AGAINST RULING 


Order of Texas Commissioner Against 
Non-Resident Brokers Said to Be 


Confiscatory 
Austin, Tex., December 29—Suit for 
temporary injunction was instituted in the 


Twenty-sixth district court of Travis county 
by leading fire insurance agencies in the State 
joined by five leading fire insurance companies 
to restrain John M. Scott, State Commissioner 
of Insurance, from carrying out and enforcing 
18 and effective 
admitted 
companies, on penalty of expulsion from the 


an order issued on August 


September 1 prohibiting insurance 
State, from paying to any non-resident insur- 
ance broker or company any commissions on 
property situated within the State of Texas. 
The petition shows that there are more than 
$2,500,000 of premiums come to admitted com- 
business, which 
admitted 
panies by or through outside insurance agents 


panies from such prohibited 


business is placed with such com- 
or brokers, on which business the agents of the 
State receive more than $150,coo0 on commis- 
sions for services rendered by the company and 
the State receives more than $75,000 in taxes 
from such business annually. 

It is charged that the order complained of 
is vague, indefinite and ambiguous in its terms 
and meaning and is arbitrary and not sup- 
ported by law, also that it is confiscatory and 
unconstitutional, and that if any statute of the 
State be held to sustain such order, the statute 


is void and unconstitutional. 


C. W. Sparks Resigns from F. S. James 
& Co. 

Charles W. Sparks, secretary and a director 
of Fred S. James & Co., and who has had 
charge of that firm’s New York city business 
since 1913, has resigned because of ill health, 
and has sailed for Europe to rest and recuper- 
that Mr. 
Sparks has felt it necessary to take this course, 


ate. His associates deeply regret 
and his many friends hope that he will soon 


be restored to normal health. 


Alpha General Reinsures in Jupiter 
General 
The American business of the Alpha Gen- 
eral of Calcutta has been reinsured in the Jupi- 
ter General of Bombay. Fester, Fothergill & 
Hartung of New York are United States man- 
agers of both companies. 


Nordisk Retires from United States 
The Nordisk 
Copenhagen has reinsured its American risks 
in the Automobile of Hartford, and will retire 
from business in the United States. J. H. 
KXirker is its United States manager. 


Reinsurance Company of 


—The Virginia Bureau of Insurance has approved 
applications for admission in the cases of the Kansas 
Citv Life and the Conservative Life of Wheeling, 
\V. Va. The latter company has designated 

T. Hornsby of Seaford, Va., as general agent. 
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LEGISLATIVE AGREEMENT 


Missouri Insurance Interests Get 
Together 


COMPENSATION BILL FAVORED 


Agency Qualification Bill May Be Among 
Those Recommended 

St. Louis, Mo., December 29.—Complete 
agreement on a legislative program to be pre- 
sented to the incoming Missouri Legislature 
was reached at a conference between repre- 
sentatives of the stock insurance companies 
Ben C. Hyde, Superintendent of Insur- 
ance, held in Kansas City on Monday, De- 
cember 29. The meeting went on record as 
favoring an equitable workmen’s compensation 
bill, an agents’ qualification bill, amending of 
the statutes relating to town mutuals to elimi- 
nate irresponsible organizations now operating 
and a tightening up of statutes covering insur- 
ance brokers. If a fire marshal bill is intro- 
duced it will have the support of the confer- 
ence. 


and 


Superintendent Hyde, who presided at the 
gathering, informed representatives of the 
Kansas City Life Underwriters that he would 
support legislation looking to the amendment 
or repeal of article four of the insurance laws 
known as the Stipulated Premium Law. He 
also told the life men that he knew nothing of 
a rumored measure that is designed to compel 
all insurance agents operating in the State to 
Such a measure 
general agents of life 
Mr. Hyde said he knew of 
no good reason for such a measure, and that 
he most certainly had nothing to do with it if 
such a bill had been drawn. 


report directly to home offices. 
would eliminate al] 


companies, etc. 


Current gossip 
for some time is that a bill of that kind would 
make its appearance at Jefferson City. 

While no representatives of either the re- 
ciprocals or mutuals attended the conference 
it is understood that they are in accord with 
what transpired at the gathering, and there is 
every indication that there will be little con- 
flict the various interests 
when the lawmakers are in session and that 
any radical bills that may bob up will be from 
outside sources ertirely. 

Attending the conference were: Ben C. 
Hyde, superintendent; W. F. Maring, Jr., chief 
clerk insurance department; F. C. Child, presi- 
dent Kansas City Insurance Agents Associa- 
tion; Fred H. Phillips, president Missouri As- 
sociation of Insurance Agents; E. W. Phillips, 
member Legislative Committee State Associa- 
tion; George Oppenheimer and ‘R. L. Stewart 
of Kansas City; Paul Terry, Missouri Rating 
Bureau; W. O. Woodsmall, Missouri Fire As- 
sociation; Leslie Bright and J. W. Rodger, 
Fire Underwriters Association of St. Louis, 
and Howard B. Allen, chief rater for insurance 
department. 


between insurance 


—Encouragement of all measures designed to re- 
duce fire waste and the raising of the standards in 
the insurance business are the objects of the Galveston, 
which has been granted a 


Texas, Insurance Board, 


charter by the Secretary of State. 
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THE LONDON & LANCASHIRE 


INSURANCE COMPANY, Ltd. 
OF LONDON, ENGLAND & 
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New York Department: 


57 and 59 William Street 


A. G. McILWAINE, Jr., Manager 


LTD. 
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EVERY INSURANCE MAN 





lowa State Traveling Men’s Association 











THE HANOVER FIRE INSURANCE COMPANY 


Continuously in business since 1852 
The real strength of an insurance company is in the conservatism of its 
management, and the management of THE HANOVER is an absolute 
assurance of the security of its policy. 
Charles W. Higley, President Montgomery Clark, Vice-President 
J. G. Hollman, Secretary H. T. Giberson, Treasurer 
F. E. Sammons, Asst. Secy. A. E. Gilbert, Asst. Secy. 
Home Office, Hanover Bldg., 34 Pine St., New York 

















PUBLICATIONS OF C. & E. LAYTON 


The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, England, 
whose long list of publications on fire, life, marine and other branches of 
insurance embrace the most valuable and standard treatises on these sub- 


H. E. REX, Sec’y-Treas, 









Who travels as Solicitor, Auditor, 
Inspector or Adjuster is 


ELIGIBLE 
TO THE 





*‘Oldest and Best’’ 


Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to May I, 1925, for $2.00 
Write tor Application Blank 
DES MOINES, IOWA 
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THE SPECTATOR COMPANY 
135 WILLIAM STREET, NEW YORK 
INSURANCE 


GENERAL CASUALTY 
and SURETY INSURANCE 
Workmen’s Compensation, Automobile 

Health, Accident, Plate Glass, Res- 


idence, Burglary, etc. 
Fidelity and Surety Bonds. 


GENERAL CASUALTY &SURETY C0. 


ELMER H. DEARTH, President 
606 Woodward Ave., Cor. Congress, Detroit, Mich. 
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Penn Mutual Conventions 


At our Eastern Regional Convention in September there were twenty 
four Field speakers, and only five Home Office. They touched almost every 
phase of salesmanship,—prospect-gathering, income plans, mail plans, 
approach, closing, inheritance tax coverage, etc. Star salesmen gave their 
standard sales talks. In brief, there was a comprehensive and intensive 
survey of salesmanship. 

This form of Convention is but one evidence of the modern method of 
instructional cooperation between our Home Office and Field. 


We have places for men and women who believe that constant life insur- 
ance education is as necessary as constant industry. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organised 1847 














sieaeamiiaie 


LOYAL TO FRIENDS AND TO LOYAL AGENTS LOYAL 
Organized 1855 


FIREMEN 3 INSURANCE COMPANY 


F NEWARK, NEW JERSEY 
JANUARY 1, 1924 
Capital, $2,250,000.00. Net Surplus, $4,251,619.22 
Surplus to Policyholders, $6,501,619.22 
Assets, $14,683,598.32 Liabilities, $8,181,979.10 











NEAL BASSETT, President 
JOHN KAY, Vice President 
A. H. HASSINGER, Secretary 


WAITE BLIVEN, Vice Pres. 
WELLS T. BASSETT, Sect. 


C. R. STREET, Vice-President 


76 West Monroe St., Chicago, Il. 


NEW YORK—Wwm. H. McGee & Co., General Agents, 15 William Street 
SAN FRANCISCO—George L. West, Manager, 220 Sansome Street 
CHIGAGO—Wn. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 








Great American 
Insurance Company 


Your 


Your 
INCORPORATED - 1872 Company 


STATEMENT JANUARY 1, 1924 
CAPITAL 


$12,500,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


21.3 680.16 


NET SURPLUS 


12,465,360.86 
46,282,041.02 


LOSSES PAID POLICY HOLDERS 


$154,469,515.82 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$24,965,360.86 


Home Office, One Liberty Street 
New York Gity 


PACIFIG DEPARTMENT 
GEORGE H. TYSON, Gen’! Agent 
210 Sansome Street 
San Francisce, California 


WESTERN DEPARTMENT 


W. L. LERCH, Manager 


BOSTON OFFICE 
ROGERS & HOWES, Managers, 4 Liberty Square, Boston, Mass. 


MARINE DEPARTMENT 
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[FIRE INSURANCE N 


NEW YORK SURVEYS 


A Test—You can form some idea of an 
insurance man’s family by the new tie he is 
quite apt to wear on the 26th of December. We 
have seen some of them. 

Watchman’s Service.—The Company en- 
gaged in the supervision of Watchman Service, 
through central reports, publishes an interest- 
ing quarterly statement giving the number of 
failures for a given quarter, and the reason for 
such failures. Taking the total number of 
possible failures as one hundred, the actual 
failures are less than one per cent (1%) of this 
number. They were in fact, for the last quar- 
ter, 63/100 (sixty-three one hundredths) of one 
per cent (1%). A report of the insurance car- 
ried in those risks where fires occurred showed 
$16,486,000, and the losses reported in these 
cases of $5,863,000. It would be interesting 
and exceedingly valuable if it were possible to 
ascertain with even a fair approach to correct- 
ness, how much less the loss is in the supervised 
properties than it would have been if this ser- 
vice had been missing. We are confronted with 
the old problem of the “Missing Link,’ and it 
is as difficult to find it in the field of “Fire In- 
surance” as it is in the field of “Natural His- 
tory.” 

Supposing.—If the election to the presi- 
dency of a company depended upon a popular 
vote of those employed by the company how 
many presidents would be re-elected? What an 
interesting experiment it would be to try it, by 
means of a secret ballot. It will not be done 
but it will serve a useful purpose if the execu- 
tive powers that be will reflect a bit on the fact 
that public officials are dependent on a popu- 
lar vote, and not on a narrower franchise as 

they are. The different actions are often due, 
in both cases, to the different voters who elect 
them. 


BOSTON AND VICINITY 
Brokerage Houses Consolidate.—The well- 
known brokerage firm of Barton & Ellis Co., 
will be consolidated, as of January 1, with the 
large and successful Boston office of Russell 
& Fairfield. The Barton & Ellis Co. has sev- 
eral important Canadian connections and the 


Russell & Fairfield office is one of the largest 
in New England. The firm names will not be 
changed, but the business of each will be pooled 
and conducted from the Russell & Fairfield of- 
fice at 99 Milk street. 


Ruling on Licenses.—Wesley E. Monk, 
Massachusetts Commissioner of Insurance, has 
issued a ruling to the effect that new licenses 
will henceforth be required of individuals, 
former members of a partnership, should that 
partnership be dissolved. 


H. W. Jones Elected.—H. W. Jones, State 
agent of the Star of America for Massachu- 
setts, and G. M. McCarthy, special agent of 
the Automobile for several New England 
States, have been elected to membership in 
the New England Insurance Exchange. Fred- 
eric R. Galacar, who recently resigned as gen- 
eral agent of the Springfield Fire and Marine 
to become vice-president of the John Paulding 
Meade Company, Boston, was elected to hon- 
orary membership. 

Christmas Parties.—Practically every in- 
surance office in Boston held some sort of a 
Christmas party last week with trees, gifts, 
and even “Santa Claus” furnishing much en- 
tertainment for all. 

Royal Exchange Appointment.—Parker A. 
Brickley, formerly associated with John C. 
Paige & Co., and with Kaler, Carney, Liffler 
& Co., has been appointed special agent and 
engineer to work in New England for the 
Royal Exchange. He will be associated with 
Russell E. Stevens, general agent. 

Liberty Bell Admitted.—The Liberty Bell 
Insurance Company of Philadelphia has been 
admitted to Massachusetts to write fire insur- 
ance with Harry W. Gilman, Boston, as the 
agent of record. 

Agency Reorganization. — Following a 
wholly amicable arrangement, Thomas F. Mur- 
phy, as of January 1, will retire from the well- 
known Boston agency of Joseph E. Downey 
& Co., to devote his activities to the brokerage 
line. On the same date the firm’s business will 
be taken over and conducted in the future by 
a corporation under the names of Joseph E. 
Downey & Co., with Joseph E. Downey as 
president, John J. Downey as vice-president, 


and F. M. Farrell as secretary. The agency 
represents the Union Assurance, Home Fire 
and Marine Underwriters, the Henry Clay 
and the National Security, and also the Com- 
mercial Union for automobile business, and the 
Massachusetts Bonding and Insurance Com- 
pany. 

F. C. Freiburger Makes Change.—Fred- 
erick C. Freiburger, for many years active in 
Soston insurance circles and recently asso- 
ciated with Rosencrantz & Hugard, as of 
January 1, will take charge of the fire under- 
writing for D. E. Timmerman & Co. 


Luncheon to S. R. Kennedy 


As foreshadowed a week ago, a luncheon to 
S. R. Kennedy was given at the Drug and 
Chemical Club, 100 William street, at 12:30 
p. m., Wednesday, December 31. This lunch- 
eon was not in any sense intended as a “good- 
bye” luncheon but merely to afford President 
Kennedy’s friends an opportunity to congratu- 
late him on the new honor and responsibility 
which he assumes on January I, 1925, as well 
as to wish him all kinds of good luck in con- 
nection therewith. 

The luncheon was presided over by Lyman 
Candee, vice-president of the Globe and Rutgers 
Insurance Company, and, as a memento of the 
occasion there was presented to Mr. Kennedy 
a document containing the signatures of all 
those present at the lunch. 

To say that the affair was successful is to 
speak of it in modest terms. Not only was it 
a well deserved tribute to Mr. Kennedy, but 
it was another instance where the business of 
the street is helped by such gatherings as these, 

Those present were: S. R. Kennedy, E. R. 
Hardy, Henry Haydock, Lyman Candee, C. E. 
Case, W. D. Winter, B. Ellison, C. L. DeWitt, 
F. R. DuBois, F. N. Dull, F. F. Koehler, W. 
H. Koop;.C. R. Pitcher, C. L. Purdin, J. S. 
Gilbertson, G. E. Hayes, J. H. Grady, R. H. 
Blanchard, E. S. Stryker, H. P. Hall, John 
McGinley, D. F. Cox, Rexford Crewe, Myles 
Walsh, W. C. Howe, H. T. Chester, Sumner 
Rhoades, James Marshall, W. O. Robb, C. A. 
Ludlum, R. P. Barbour. 
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“Over selling”’ 


the loss. 


him of the excess risk. 





EMPLOYERS 









CHICAGO 
INSURANCE EXCHANGE 
JACK WOODHEAD 





When a retailer permits the manufacturer or jobber to sell him 
more goods than the public will consume he says he has been 
: ae 

oversold.” The goods lie on the shelf, the merchant pockets 


When an insurer “over selJs,’’ the Joss comes back to himself, 


UNLESS he holds a treaty of REINSURANCE which relieves 
Hedging your excess sales is our very special service. 


INDEMNITY CORPORATION 


E. G. Trimble, President 


KANSAS CITY 


LOS ANGELES 
719 DETWILER BUILDING 
LOUIS de S. FULLER 
















NEW YORK 
80 MAIDEN LANE 
EHMANN & COMPANY 
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NOW READY 


CUTTING THE COST of AUTO 
INSURANCE IN HALF 


By HERMAN A. BAYERN, Specialist in Automobile Insurance 


In this booklet is convincingly set forth the necessity for 
insurance of various types to protect the automobile owner. 
The risks he incurs through the ownership and operation of a 
motor car are graphically described, many of them being 
emphasized by 


Photographs of Newspaper Clippings Telling of Lawsuits 
and Judgments for Large Amounts 


due to automobile accidents, proving the need for considerable 
lines of liability and property damage insurance. 

Companies and genera! agents writing motor vehicle insur- 
ance are ordering this booklet in quantities to supply to agents 
and brokers. 

EVERY AGENT AND BROKER 
who sells automobile insurance needs copies of this valuable 


book to show or present to prospects who do not realize the 
financial danger involved in automobile ownership. 


PRICES 
POP SBD Ys Paper MINGIAG 6 6 i6.6eesis es Scnwacbaswse ee $1.00 
Per copy, fabrikoid binding... ..0...6066sseee0se8 $1.50 


Discount in quantities 


THE SPECTATOR COMPANY 


Publishers 
135 William Street 
NEW YORK 


CHICAGO OFFICE: 
Insurance Exchange 











Writing Casualty Insurance 
Fidelity and Surety Bonds 


Home Office: DAVENPORT, IOWA 
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Casualty, Surety, Ete. 








MANUAL OF SURETY AND CASUALTY 
INSURANCE 
Why Surety and Casualty Companies and 
Agents Should Purchase “Surety and 
Casualty Salesmanship”’ 

Thorough familiarity with each class of cov- 
erage and the best methods for developing busi- 
ness in every contract offered, is necessary in 
all branches of insurance. No man can suc- 
ceed in any business or profession unless he is 
intimately acquainted with the principles upon 
which his work is founded and has a practical 
knowledge of how to apply these principles 
accurately. 

The protection provided by the large surety 
companies is a comparatively new proposition. 
This is especially true in small communities. 
Several forms of casualty insurance, too, are 
While every business 
concern of standing in every community, large 
and small, is a prospect for one or more bonds; 
while corporate bonds are essential in connec- 
tion with every character of human endeavor 
for the protection of cash capital, the preserva- 


not universally known. 


tion of credit, the stabilizing of business, pub- 
lic, corporate and personal, the public does not 
fully realize the necessity for the protection 
provided. As the business and professional pub- 
lic is made to understand the functions of cor- 
porate surety bonds, the use of the forms of 
Such an in- 
crease will mean added profit to the surety 
companies and to the agents. 

It is a well-known fact that a large per cent 
of agents representing the surety companies are 
not themselves acquainted with the surety busi- 
ness. In order to create a demand for their 
lines, to take advantage of the practically un- 
limited opportunities for profit which exist in 
every village, town and city for the well in- 


protection provided will increase. 


formed, aggressive surety agents, they must 
first learn the surety business and the best 
methods for developing that business in their 
own communities. The surety companies should 
educate their agents so that they will become 
successful producers. 

Some years ago, Joseph R. Wilson, manager 
development division, Maryland Casualty Com- 
pany, himself a development man and salesman 
of large experience, began an analytical study 
of field conditions in the surety and casualty 
business. He recognized the fact that the 
growth of the business depended largely upon 
the proper education of agents and their em- 
ployees—the producers in the field. He tested 
various sales methods. He adapted the most 
successful sales systems used in other branches 
of business to the work of surety and casualty 
salesmen. He thus added to his own experi- 
ence in instructing and aiding agents in the 
sales methods which have produced the best 
results in the United States. 

With such experience as a basis, Mr. Wilson 
wrote “Surety and Casualty Salesmanship,” 
which was recently published and is now be- 
ing sold by The Spectator Company. This book 
outlines the wide opportunities of the surety 
and casualty business and explains the most 
successful methods for profitable development 
work. While Mr. Wilson does not dwell upon 


——————oo a 


many of the problems with which surety and 
casualty underwriters are confronted, he out- 
lines the coverage of the most generally used 
surety and casualty forms and gives the most 
effective methods for successful agency work. 

“Opportunities,” “Salesmanship—What It In- 
volves,” “Preparedness—Necessary Equipment,” 
“Learning to Solicit,’ “Factors in Business 
Development,” “Service” and “Insurance, In- 
demnity, Suretyship—Classes of Bonds and 
Policies,” are some of the more important 
chapter topics in the pages of this 
“Methods of Enlarging Interest, 
Convincing sales are also 
The special methods for developing 
business in each bonding and casualty line are 
emphasized. Good suggestions and advice are 
given. The relationship which should exist be- 
tween the agent and his home office is dis- 
In brief “Surety and Casualty Sales- 
manship” is a book which should be studied 
by every surety and casualty executive, depart- 
ment head, underwriter, branch office manager, 
special agent, agent and home office, branch 
office and agency employee who desires to 
acquaint himself or herself with the most effec- 
tive methods for developing the vast amount 
of business in those lines which awaits the 
active producer. 

“Surety and Casualty Salesmanship” is the 
only publication yet issued of such wide scope. 
It is the only complete treatise now on the 
market covering subjects of such vital im- 
portance to every surety and casualty company 
and field worker. Without a thorough knowl- 
edge of the subjects discussed in this book, 
surety and casualty workers are not equipped 
to take advantage of their practically unlimited 
possibilities. Price per copy $4. 


book. 
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National Bureau Committee Changes Name 

The committee of seven of the National 
Bureau of Casualty and Surety Underwriters, 
which was organized about a year ago when 
the National Bureau took over the functions of 
the local casualty association, has become a 
committee of nine and has changed its name to 
the Casualty Committee of New York city. The 
new committee will continue much as the old, 
with representative members of casualty com- 
panies acting in an advisory capacity to the 
executive committee in regard to New York 
city matters. The elections of the nine com- 
pany members have been arranged so that they 
will be divided into three classes to serve terms 
of one, two and three years respectively. 

John S. Turn, the well-known secretary of 
the Etna Life and affiliated companies, was 
re-elected chairman of the committee. The 
companies represented on the committee are the 
‘Etna Life, Globe Indemnity, Hartford Acci- 
dent and Indemnity, Independence Indemnity, 
Maryland Casualty, Ocean, Travelers, United 
States Casualty, and Zurich. 


—Robert T. Watkins has been appointed general 
agent of the United Life and Accident Insurance Com- 
pany of Concord, N. H., to represent the company at 
Rutland, Vt. 
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Workmen’s Compensation 


Insurance 


By Saul B. Ackerman 


Assistant Professor of Insurance 
New York University 





A New and Comprehensive Book 
Soon to be Issued 





If you are a broker or agent selling 
Workmen’s Compensation Insur- 
ance, can you offer the following 
services? 


1. Explain the important provisions 
of the Workmen’s Compensa- 
tion laws in the United States. 


2. Assist an injured employee to 
present his case before a Com- 
mission. 


3. Advise an employee concerning 
rehabilitation. 


4. Explain the important Work- 
men’s Compensation legal de- 
cisions. 


5. Explain how a manual rate is 
made. 


6. Outline a campaign for accident 
prevention. 


7. Explain to an insured how he 
can reduce his rate by properly 
improving the physical condi- 
tion of his plant. 


8. Explain to an insured how his 
rate is computed in accordance 
with the Experience Rating 
Plan. 


These topics and many others are 
discussed in detail in the new book 
entitled ‘“‘Workmen’s Compensa- 
tion Insurance” to be published 
shortly by The Spectator Com- 
pany, written by S. B. Ackerman, 
Assistant Professor of Insurance of 
New York University. 


Every one having to do with Work- 
men’s Compensation Insurance, in 
any way, will find this a most use- 
ful work, as it contains information 
upon every phase of Workmen’s 
Compensation Insurance. 


Price per copy $3.50 


Bound in cloth 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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W. L. Moody, Jr., President 
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American National Insurance Company 


OF GALVESTON, TEXAS 
Shearn Moody,Vice-President 


W. J. Shaw, Secretary 








ASSETS 


Heal ORES COWIE « 55.5: 6:5s'5c.0. a .0 oc se /oloseierare $1,104,974 .53 
Mortgage Loan (Ist Lien on Real Estate)..... 6,516,988 .7 3 


(COOLS TE ee 25,000 .00 
Loans to Policyholders (on this Co’s Policies)... 1,816,922 .97 
LOTUS eS COC re rr i een Meee 6,876,621 .55 
(CREA TAREE SS eee le even me een 1,416,770 .99 
Certificates of Deposit (demand)............. 24,844 .00 
Interest Due and Accrued...............000- 375,273 .54 
Deferred and Uncollected Premiums \net)..... 376,012 .00 

PND SROES fos ix. acre lose winiohenw eietolereelecele $18,533,408 .31 


INSURANCE IN FORCE JUNE 30, 1924 
$231,759,842.00 

ORDINARY LIFE, INDUSTRIAL LIFE AND 
ACCIDENT INSURANCE TO MEET THE 
REQUIREMENTS OF EVERY INSURABLE PERSON 


coer eeceecereece seers eee eee eee eereeeeeeseerne esr esee 


FINANCIAL STATEMENT, JUNE 30, 1924 


LIABILITIES 

Net Reserve (American Experience Table 3 & 
eo PCI CEN oases se (of sve favaretes sire Ves eealntor at Rclese sors $15,035,159 .00 

Reserves for Death Losses in Process of Adjust- 
ment Adjusted and Unpaid................ 131,313 .00 
Reserve for Taxes and Depreciation.......... 143,694.88 
Miscellaneous Liabilities..................... 215,658 .45 

Capital Stock. 60.6506 <cisies cise $1,000,000 .00 

Assigned Fund and Surplus..... 2,007,582 .98 
Surplus Security to Policyholders............. $3,007,582 .98 
PE OLAlOW gM eS oso oe 55s esi dertrneectocet $18,533,408 .31 


GAINS MADE DURING FIRST HALF 1924 
ahshavers ately cote ia?) apeveloteve "stevie eiev4 (ayotsts lacey sha, shetatenenceckene roe $16,722,438.00 


1,462,819.82 
138,411.53 
TOTAL PAID POLICYHOLDERS SINCE 
ORGANIZATION 
$15,285,539.37 


ADMITTED ASSETS 
$18,533,408.31 


Coe eee eee ee eee ee esrereeeeeeeeesresreseeseeeeneses 


HOME OFFICE BUILDING 
OPERATES IN TWENTY-ONE STATES AND THE REPUBLIC OF CUBA 
GROSS INCOME AVERAGES $726,612.00 PER MONTH 
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Inheritance Tax Computations 
Simplified For Life 


Insurance Underwriters 
A Valuable Work On Inheritance Taxation 
By FORREST L. MORTON 


Inheritance Tax Expert 


A concise tabulation of the essential facts of laws 
relating to inheritance taxation. Invaluable for the 
use of Life insurance underwriters and others re- 
quiring accurate, easy-to-find information for quickly 
computing inheritance taxes. 

Complete to the end of the 1924 Legislative season. 


CONTAINS: 


Exact computation of tax for each State Property 
Taxable, by States, for both resident and non resi- 
dent decedents. 

Simple tables of beneficiaries. rates and exemptions. 
Taxation of life insurance proceeds; Federal income 
tax; tables and rulings; Etc., Etc. 


Price, in pocket size, $2.00 


THE SPECTATOR COMPANY 
cHicaGo ‘¢lling Agents NEw yorK 








COMPELLING 
BUSINESS APPEAL 


Through our circularizing pro= 
gram we gain the facts about 
thej needs of a prospect and 
then give him, in simple language, the reasons 
why a certain policy best meets his require= 
ments. 





These letters talk business from the first word 
and illustrate the thought by beautiful colored 
pictures reproduced from oil paintings. 


Results obtained from this wide range of real 
business letters convince Lincoln National Life 
agents that it pays to 


(CINK up (jw THE () LINCOLN) 


The Lincoln National Life Insurance Co. 
“Its Name Indicates Its Character” 
Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $325,000,000 in Force 
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Resolutions on Retirement of Col. E. A. 
Hamilton 

The Fidelity and Deposit Company of Mary- 
land has adopted resolutions relative to the re- 
tirement of Colonel E. A. Hamilton as execu- 
tive head of the organization. A notice of this 
retirement appeared in Tue Spectator for 
December 25 and since that time the following 
copy of the adopted resolutions has been re- 
ceived : 

Whereas, For a period of nearly five years 
Colonel Edgar A. Hamilton has been an im- 
portant factor in the company and during the 
greater part of that time has served as execu- 
tive head of the company with the title of vice- 
chairman of our board of directors, and 

Whereas, Colonel Hamilton has shown re- 
sourcefulness and constructive ability of a high 
order in the performance of his duties in the 
company, 

And Whereas, The following letter has been 
received to-day from Colonel Hamilton: 

“Mr. Van-Lear Black, Chairman, 

“Board of Directors, 

“Fidelity and Deposit Company, 
“Baltimore, Md. 
“My Dear Mr. Black: 


“For a year or more I have felt it of in- 
creasing importance to my own interests that I 
return to New York. Now that I have com- 
pleted five years with this company as the vice- 
chairman of its board of directors and _ its 
executive head, I feel free to consider my own 
inclinations, particularly as its organization is 
so well perfected. I must, therefore, ask that 
I not be renominated at the annual meeting to 
be held a month from now. 

“Because I am exceedingly tired and my 
physician urges several weeks of rest, I would 
appreciate an arrangement by which the presi- 
dent, Charles R. Miller, take over the respon- 





SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Statement as of 
December 31, 1923 


(Condensed from Statement of 
U.S. Treas. Dept.) 


Admitted Assets...... $6,595,010 
| REE SY 1,000,000 
I it areca ural, 608,817 


Twelve Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents. 


We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary andAutomobile Insurance 
Credit Insurance 





Let the Southern Serve You 








sibility for the annual closing of the company’s 
books and the preparation of the annual report 
to its stockholders. 

“Trusting that this will be agreeable to you, 
I am, 

“Sincerely yours, 
“EK, A. HAMILTON.” 

Now, therefore, Be It Resolved, That the 
company records its appreciation of the valu- 
able services rendered to it by Colonel Hamil- 
ton and regrets that it is necessary for him to 
ask that he be not re-elected to any official posi- 
tion in the company, and that furthermore he 
be relieved immediately and permanently of all 
official duties and responsibilities in the com- 
pany. 

3e It Further Resolved, That Colonel Hamil- 
ton be notified that in pursuance with his re- 
quest, the company has relieved him of all such 
official duties and responsibilities, effective as 
of this date. 

And Be It Further Resolved, That President 
Charles R. Miller be and he is hereby author- 
ized and directed to take over to-day all official 
duties incumbent upon the executive head of 
the company. 


Will Form New Guarantee Company 

BAttrmorE, Mp., December 29.—Frank Fish- 
er, Jr., assistant manager of the public official 
and depository departments of the Fidelity and 
Deposit, will leave Baltimore, February 1, to be- 
come vice-president and general manager of a 
surety company to be organized at Raleigh, 
N. C., by interests which now own the Caro- 
lina Mortgage and Indemnity Company in the 
business of guaranteeing mortgage loans and 
titles. The new company, as yet unnamed, will 
at first confine itself to writing fidelity and 
surety bonds locally in North Carolina, and as 
soon as possible will apply for membership in 
the Surety Association of America. 


Big Group Accident Policy 

Cuicaco, Itt., December 29.—The United 
States National Life and Casualty Company, 
Chicago, Ill., has recently issued a group acci- 
dent and health policy on the employees in the 
Omaha Division of the C. St. P. M. & O. Ry., 
operating through the States of Minnesota, 
Wisconsin, lowa and Nebraska. This complete 
coverage policy takes care of any disability due 
to either occupational or non-occupational acci- 
dents, with principal, as well as sickness from 
any cause, with funeral benefit. 


—A meeting of the advisory council of the Vir- 
ginia Association of Insurance Agents will be held 
this month. 
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E. A. ST. JOHN ELECTED PRESIDENT 
Casualty and Surety Club of New York 
Holds Christmas Party 
The Casualty and Surety Club of New York 
held its annual Christmas party at the Hotel 
Astor in that city last week, and over 300 mem- 
bers attended the gathering. The meeting, as 
usual, witnessed the presence of company 
executives whose efforts on behalf of insurance 
have been outstanding throughout the year and 
the seasonal spirit of the guests was furthered 
by an excellent program of entertainment fea- 

tures. 

Following the dinner, a brief business ses- 
sion was held and E. A. St. John, president of 
the National Surety Company, was elected 
president of the club for the coming year. The 
report of the treasurer was approved and 
adopted and, in addition to Mr. St. John, these 
officers were named for their respective posts: 
Vice-president, James R. Garrett, manager Na- 
tional Casualty; second vice-president, Edward 
C. Lunt, president Sun Indemnity; secretary- 
treasurer, Frank E. Law, actuary, National 
Surety. Executive committee, W. G. Falconer, 
president Norwich Union Indemnity; Vincent 
Cullen, manager Fidelity and Deposit; W. G. 
Billings, manager compensation and _ liability 
department Travelers; Paul ‘Rutherford, man- 
ager Hartford Accident and Indemnity, and 
Moses A. Craig, manager fidelity and surety 
department Globe Indemnity. 


Independence Indemnity Has Christmas 
Party 


PHILADELPHIA, Pa., December 29.—Officials 
and employees of the Independence Indemnity 
gave a Christmas party tu nineteen children 
from the poorest families of Philadelphia, in 
the Produce Exchange the day before Christ- 
mas. Curtis C. Hutchinson, of the home office 
staff, was the Santa Claus and distributed gifts 
and food around a huge Christmas tree. 

The names of the needy children were sup- 
plied by Mayor Kendrick, who sent greetings 
for the occasion, which were’ read by President 
Charles Holland, of the company. Baskets of 
provisions were supplied. 

Stokes-Packard-Haughton & Smith, general 
agents of the company, also had a Christmas 
party for twenty-eight crippled children in their 
home office. 
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WILLIAM ALEXANDER’S 


EDUCATIONAL SERIES OF 
FIVE VOLUMES ON 


IFE INSURANCE 


What Life Insurance Is and What It Does 


Practice may teach the agent how to sell insur- 
ance, but there are certain truths that cannot be 
gathered while doing field work. But they are 
essential to success. They are the foundation 
principles on which all sound life insurance rests, 
and which give it the “‘strength of the everlasting 
hills.” This book explains these basic facts. 
They are essential to the successful salesman (1) 
because familiarity with them gives him unbound- 
ed courage, and (2) because they enable him to 
—— his cause with convincing force. Price 

1.50. 


How To Sell Insurance 


The chief aim of this book, as the title indicates, 
is to teach the inexperienced agent how to do his 
work, and build up a remunerative business. 
While it is intended primarily for the new agent, 
it embodies a great deal of instruction that ought 
to be of value to the agent of experience. It will 
also be useful to those who are engaged in the work 
of training inexperienced agents. Price $2.00. 


The Prosperous Agent 


This little book is for the guidance of experi- 
enced and inexperienced agents alike. It givesa 
catalogue of the characteristics—the mental 
equipment—of the successful business man; and 
tells how these qualifications can be utilized to the 
greatest advantage by the insurance salesman. 

The instrument with which the agent does the 
work is hisown mind. The material on which he 
uses this delicate instrument is the mind of another 
person. It is all important, therefore, that he 
should know exactly how to utilize his mental 
equipment. Price $1.50. 


The Art of Insurance Salesmanship 


This volume takes up the instruction of the 
agent where the second volume of this series stops. 
It contains more advanced instruction, and one of 
its aims is to stimulate the thought, fire the imagi- 
nation, broaden the vision, and thus increase the 
efficiency of life underwriters. Price $2.00. 


One Hundred Ways of Canvassing For Life 
Insurance 

This concluding volume describes many ways 
of soliciting life insurance and includes a number 
of canvassing plans contributed by experienced 
field men, with the author’s comments on these 
plans. Price $3.50. 
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OPERATES UNDER REGISTERED POL- 
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LIABILITY 


Insurer’s assistant superintendent held to 
be without authority to agree to settle 
claim. 


Appeal from a judgment for $4860.33 for 


plaintiff. The plaintiff, Horner, was the owner 
and operator of a line of jitney busses used 
for transporting passengers in city of Camden 
The defendant issued to Horner a policy of 
liability and indemnity insurance, insuring 
Horner to amount of $10,000 against loss aris- 
ing from claims for damages on account of 
bodily injuries suffered by operation of certain 
On May 26, 1922, bus was overturned 
t out of a street rail- 


busses. 
while attempting to get 
way track and twenty-six persons were injured 
It soon became 


and one passenger was killed. 
apparent that claims would exceed $10,000. 
On June 2, 1922. the casualty company had 
paid $5000—and to make certain settlements, 
Horner personally paid $3000. This left the 
death case unsettled, ior which the casualty com- 
pany retained $5000. Trial resulted in a verdict 
while an appeal was pending, 
suit was settled for $9000, of which amount 


for $15,000, but 


paid $4000. $500 for counsel fees and 
Although this ac- 
tion practically ended the case, it must have 


Horner 
the expenses of the appeal. 
been considered the best course. 

brought this suit to recover this 
money, alleging that, at the time of the first 


Horner 


settlements on June 2, 1922, the casualty 
company by its assistant stiperintendent, Mr. 
Edwards, had agreed to relieve him from 
further responsibility. 

Held, that the case is barren of any evi- 
dence to show that Mr. Edwards had any 
authority to make such a contract. 

“One dealing with a corporation must in- 
form himself as to the authority of the one 
purporting to act for the corporation if he 
seeks to hold the corporation to an agreement 
made through the agent. An officers or agent 
can only bind a corporation to the extent that 
the power to do the act in question has been 
made through the agent. An officer or agent 
by the charter, by-laws, or corporate action 
of the stockholders or board of directors, or 
can be implied from the powers expressly con- 
ferred, or which are incidental to, or where the 
act is within the apparent powers which the 
corporation has caused those with whom its 
officers or agents have dealt to believe it has 
conferred.” 

No such proof was offered, nor was any 
consideration shown which would support an 
independent agreement. Payment of claims by 
Horner was merely the fulfillment of an oblige 
tion which he owes the injured. 


Judgment reversed. 

Horner vs. Georgia Casualty Co. (Ct. of 
Errors and Appeals of New Jersey), 126 Atl. 
Rep. 280. 


FIRE 

Insurer may be estopped from relying upon 
provision that agent may not waive a policy 
provision except by making required en- 
dorsement on policy. 

An adjuster sent to adjust a loss, presum- 
ably has authority to waive proof of loss. 

A policy of fire insurance covering an auto- 
mobile had the following provisions: 

It is a condition of this policy that it shall 
be null and void if the interest of the assured 
in the property be other than unconditional or 
sole ownership, or if the subject of insurance 
be or become incumbered by only lien or mort- 
gage except as otherwise indorsed hereon.” 
that fail- 
ure on the part of the assured to render sworn 
statement of loss * * * shall render such 


“It is a condition of this policy, 


claim null and void.’ 

“No officer, agent or other representative of 
this company shall have power to waive any 
of the terms of this policy unless such waiver 
be written upon or attached hereto, nor shall 
any privilege or permission affecting the in- 
surance under this policy exist or be claimed 
by the assured, unless so written or attached.” 

The insured notified the agent of his inten- 
tion to incumber the property with a bill of 
sale as security for a loan and requested the 
agent to make the necessary entry and endorse- 
ment in writing upon the policy to permit of 
such incumbrance. The agent assured the in- 
sured that such endorsement would be made. 
Relying upon this statement, the insured in- 
cumbered the property. However, the agent 
failed to make any written endorsement or to 
attach any writing to the policy permitting such 
incumbrance. 

Held, that where the agent consents to the 
changes and promises to make the necessary 
endorsements on the policy, having access to 
the policy for this purpose but fails to make 
the endorsement through mistake, oversight, 
neglect or fraud, the insurer will nevertheless 
be bound and will be estopped to set up the 
defense that such endorsement was not made. 

After the loss, the insurer sent an adjuster to 
adjust the loss. This adjuster before the ex- 
piration of the time provided in the policy for 
rendering and filing a proof of loss stated that 
“he had the loss and (would) be back 
in the next day or two and adjust it” and that 
it would not be necessary for the insured 
but that he (the ad- 
juster) would be back in a day or two and 


fix the proofs of loss” 


would adjust it. 

Held, that this amounts to a waiver by the 
insurer of its right to insist upon the filing 
by the assured a proof of loss within the 
sixty days provided in the policy. 

Corporation of Royal Exch. Assur. of Lon- 
don vs. Franklin (Supreme Court of Georgia), 
124 S. E. Reporter 172 
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Purchase of insured property at foreclo- 
sure sale is within provision of policy that 
change of ownership avoids the contract. 
Clause in fire policy which confers same 
rights upon mortgagee as upon the owner, 
gives the mortgagee no better right of 
recovery. 

Plaintiff, the purchaser at foreclosure sale 
of certain real property, the building on which 
had been insured against fire by the defend- 
ants, sues as assignee of the rights of the first 
mortgagee under the two policies. 

The property at the time the policy was 
issued was under mortgage not only to Rob- 
erts but subject to a later mortgage to one 
Poling, whose mortgage interest was not rec- 
ognized in either policy. Poling foreclosed 
his mortgage and the property was sold to a 
third party. 

It was claimed that the insurer’s agent had 
notice of the sale and said that he “would 
attend to it.” However, it is clear that no 
recognition of, or consent to, the charge in 
ownership was endorsed upon either policy or 
formally executed by the companies in any 
manner. Held, that there could be no recov- 
ery on these policies by the new owner under 
the foreclosure sale. 

Neither did the mortgagee stand in any 
better position by virtue of the clause, “loss, 
if any, payable to X, mortgagee, as his in- 
terest may appear.’ The mortgagee cannot 
recover if the ewner could not. 

The New York, New Jersey and Connecti- 
cut Standard Mortgage Clause was never 
executed on behalf of the insurer and was 
therefore without effect. 

The verdicts for the plaintiff were without 
legal support and must be set aside. 

Hanson vs. National Liberty Fire Ins. Co. 
of America et al. (Sup. Ct. of New Jersey), 
1924, 126 Atl. Rep. 453. 


Insurer held liable although loss results 
from insured’s negligence not amounting to 
fraud. Fire caused by gasoline held not to 
defeat recovery unless gasoline is perma- 
nently kept on premises. Corporation can- 
not recover where fire is caused by incendiary 
act of principal stockholder and other stock- 
holders are not benefited. 


A fire insurance policy provided in part as 
“This company shall not be liable 
for loss caused by neglect of the insured to 
use all reasonable means to save and preserve 
the property at and after a fire or when the 
property is endangered by fire in neighboring 
premises.” Held, that this does not relieve 
the insurer from liability for loss by fire re- 
sulting from any negligent act of the insured 
which occurred before the origin of the fire. 
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Ed. L. Cotting, General Agent 
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Established 1865 
David Parks Fackler Edward B. Fackler 
William Breiby 


FACKLER, FACKLER & BREIBY 
Consulting Actuaries 


Audits Calculations 


Examinations 
50 BROAD STREET 


Consultations 
Valuations 
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MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bidg., 36 W. 44th St. 
NEW YORK 











Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 


Actuarial, Statistical and Accounting 
Service in All Branches of Insurance and 
for Pension Plans, Office Systems and 
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75 Fulton Street New York 











FRANK J. HAIGHT 


CONSULTING 
ACTUARY 
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CONSULTING ACTUARY 
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JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Group. lo pT ie and Special Classes. 
EN’S COMPENSATION 
Expert aie on Domestic, Tropical and 
Semi-Tropical Business 

Cable Address: Gertract, New York 
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L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 
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I. M. RUBINOW, Ph. D. 


CONSULTING ACTUARY 

and STATISTICIAN 

1600 Bankers’ Trust Bldg. 
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GEORGE B. BUCK 
ACTUARY 
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FREDERICK A. WALDRON 
CONSULTING ENGINEER 


Designer of 
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OO 
Statisticians Study of Life Insurance May Be 
Compulsory 
easieianian 
= PHILADELPHIA, Pa., December 27.—As is the PERSONAL ITEMS 
d e case at most of the life insurance banquets in 
Un erwriters the country, so again at the recent banquet 


Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 

















Policy also provided that “this entire policy, 
otherwise provided by agreement 
endorsed hereon or added hereto, shall be 
void * * * if there be kept, used or 
allowed on the above-described premises * * * 
gasoline” and that “it is understood 
that any such breach or violation shall not be 
considered as voiding the policy or any part 
thereof unless such breach or violation has 
contributed to bring about the destruction of 
the property hereby insured.” Held, that the 
liability of the insurer to pay the amount of 
the policy is not defeated where the fire was 
caused by gasoline on the premises, unless the 
gasoline was kept, used or allowed upon the 
premises with some degree of permanency as 
distinguished from a mere temporary bringing 
of gasoline upon the property. However, the 
presence of cottonseed hulls saturated with 
gasoline justified the inference that there was 
such a keeping of gasoline as would violate the 
policy provisions. Where the fire originated, 
however, in another building and afterwards 
spread to the building in which such cotton- 
seed was located, the evidence is not sufficient 
to justify the inference that the cottonseed, so 
soaked with gasoline, contributed to the de- 
struction of the insured property. 

Ordinarily a corporation may recover for 
fire loss, even though such loss is caused by 
an incendiary act of one of the stockholders 
and officers. But this rule does not obtain 
where the innocent stockholders by reason of 
the insolvency of the corporation or for some 
other reason, have no beneficial interest in the 
recovery. Where the president of the cor- 
poration having control of all its affairs and 
custody of its property and owning substan- 
tially all of the stock, sets fire to the property, 
the corporation cannot recover for its loss. 

Where the insurer had two defenses, first 
that the policy was void because of presence 
of gasoline on the premises and second that the 
fire was caused by the act of the president 
and “owner,” a charge of the court which did 
not separate these two defenses was confusing 
to the jury. Judgment for defendant reversed. 

Sandersville Oil Mill Co. vs. Globe, Rutgers 
Fire Ins. Co. (Ct. of Appeals of Georgia, 
Division No. 2), 124 Southeastern Rep. 728. 


unless 


* * * 


—The Virginia Bureau of Insurance has admitted 


the Allemannia Fire into Virginia. The company has 


appointed €. P. Carr of Richmond, special agent. 





of the Philadelphia Association of Life Under- 
writers at the Bellevue-Stratford Hotel in the 
famous Quaker City, Professor S. S. Hueb- 
ner of the University of Pennsylvania was 
the stellar attraction. 

Professor Huebner brought down the house 
with applause when he announced that very 
likely before another year had elapsed, “a cer- 
tain large university in the East would make 
the study of life insurance a compulsory course 
in its business school.” Of course everyone 
knew he meant the Wharton School of Busi- 
ness Administration at the University of Penn- 
sylvania. 

The professor went on to say that this only 
illustrated how the insurance calling was now 
coming more and more to be recognized as be- 
ing in the “professional” class and that no com- 
prehensive curriculum of economics at any 
university in the not distant future would be 
complete without a compulsory course in the 
values and sale of life insurance. 


A Century of Progress 
(Continued from page 9) 


you are going to die of, because those things 
are all laid down; they are all laid down in 
history. You may not turn the leaves and look 
at the pages, but it is written down what pretty 
nearly all of you are going to die of. 

Dr. Mayo then told of the percentages who 


would die of heart disease, lung diseases and 
other maladies. He stated that one out of every 
twelve men over forty years of age dies of 
cancer, and one out of every ten women dies 
of cancer. Continuing Dr. Mayo said that such 
things have to be investigated and that the in- 
surance men are greatly interested in prolong- 
ing life so as not to have to pay out money 
any earlier than is necessary. He stressed the 
liability to trouble being caused by abscesses 
forming upon the roots of dead teeth which 
have been crowned, and which cause no pain. 
He said: “Our little attackers have got to be 
seen with a microscope; you don’t need a tele- 
scope.” 

Dr. Mayo advised searching family records 
to find what our forefathers died of, and laid 
stress upon the question of inherited tendencies. 
He strongly advised education of the children 
of the country along health lines, in order to 
improve the general health in the future. He 
concluded by saying: 


Medicine has done about all it can for the 
mass diseases that are now practically gone and 
used to destroy and frighten the people. The 
condition now exists that each man is dying 
his individual death, and it is up to us to see 
if we can’t reach him in some manner and per- 
suade him that it is worth while, when he is 
forty years of age, to go in and be looked over 
to see if he can’t be helped and to keep his old 
machinery from going to pieces from neglect. 


—Effective January 1, 1925, Stephen E. Babington 
becomes manager of the V. L. Terrell Agency, Mag- 
nolia, Miss., succeeding Jas. C. Lamkin. 
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George B. Muldaur, general agent of the 
Underwriters Laboratories, started early this 
week on a protracted trip to include practically 
the whole Western section of the United States. 
With the co-operation of the insurance depart- 
ment of the United States Chamber of Com- 
merce he will address local chambers in many 
of the cities to be visited. In addition to this 
as a member of the Fire Waste Council he plans 
to urge participation in the annual fire preven- 
tion contest. He is to visit, also, laboratories’ 
representatives, officials of rating boards, 
bureaus and insurance organizations at alt 
possible points on his itinerary. It is believed 
that through these visits and talks he will pro- 
mote better relations between the laboratories 
and the public. 

L. M. Fingard, general manager of the Mer- 
chants Casualty Insurance Company of Water- 
loo, Ontario, Canada, was given a dinner last 
week in Waterloo by a number of prominent 
insurance men representing the field organiza- 
tion of the company. During the dinner those 
attending presented him with a handsome 
grandfather clock as a mark of their esteem 
and appreciation of his many years of service 
and the help and sympathy he extended in build- 
ing up a successful agency force. 

The resignation of Fred B. Clarke as man- 
ager of the Missouri Audit Bureau becomes 
effective on January 1. He will be succeeded 
by C. H. Jung, who comes from the Tennessee 
Audit Bureau at Nashville, Tenn. Mr. Clarke 
had been head of the local audit bureau since 
1918, when it was established. He tendered his 
resignation some time ago but agreed to hold 
on until his successor conid be selected. He 
will enter the agency field. 

J. O. Jennings, of Masonic Temple, Charles- 
ton, W. Va., has been appointed by George 
Washington Life Insurance Company as a gen- 
eral agent at Charleston, W. Va., reporting 
direct to the home office of the company in that 
city. Mr. Jennings has had long experience in 
life insurance work, having been for many 
vears superintendent for the Prudential Insur- 
ance Company in the State of West Virginia 
and later general agent for the Equitable of 
Towa. He is a good personal producer, an 
organizer and a man of considerable ability and 
energy, with a wide acquaintance. 

Frederick James Williams, superintendent of 
agencies in charge of the Canadian territory of 
the Metropolitan Life Insurance Company, was 
appointed an assistant secretary of the company 
at a recent meeting of the board of directors. 


Etna Life Rents More Space for Home 
Office 

Once more the Attna Life has found it neces- 
sary to reach out for additional space to pro- 
vide office quarters for its ever-growing depart- 
ments. The latest addition to the many roofs 
in Hartford’s business section now sheltering 
casualty departments of the A®tna affiliated 
companies is that of the Judd building, a hand- 
some structure in the business and financial 
district which has just been opened for occu- 
pancy. 

A total of 8500 feet of floor space in this 
building has been leased by the tna. The de- 
partments to be moved are now occupying 
space on the upper floors of the home office 
building, which is rapidly being absorbed by the 
life department. 
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Windstorm and Tornado Insurance 


By FREDERICK L. HorrMAn, LL.D. 
PART IV 


The Monthly Weather Review for April, 

1920, contains an interesting summary of thirteen tornadoes 
of March 28 and of four tornadoes of April 20, aside from a 
tornado in North Carolina on April 12 and a group of tornadoes in 
northeastern Oklahoma on May 2. The thirteen tornadoes of March 
28 occurred in Illinois, Wisconsin, Indiana, Ohio, also Michigan, 
Alabama and Georgia. The tornadoes of April 20 occurred in 
Mississippi, Alabama and Tennessee. They are illustrated by a number 


occurrences. 


T- year 1920 is a memorable one in the history of windstorm 


of interesting maps and photographs descriptive of the damage done. 
Particularly suggestive are three tornadoes which occurred in north- 
eastern Illinois on March 28, causing twenty-eight known deaths, 
injuring 300 persons and resulting in a probable loss of $3,000,000. 
The first of these is known as the Elgin tornado, the second as the 
Melrose Park- Wilmette tornado and the third as the Clearing tornado. 
The first of these crossed the extreme northern portion of Cook county 
and the second one went all the way across, while the third occurred 
entirely within that county. The paths of both the Melrose Park- 
Wilmette tornado and the Clearing tornado lie partly within the 
limits of the city of Chicago. Had there been the slightest deviation 
from the course taken there might have been enormous losses of life 
and damage to property. The Melrose Park-Wilmette tornado was 
fifty miles in length. The Elgin tornado apparently had its inception 
in Kane county, about 3!4 miles southwest of Geneva, Ill. The 
Elgin tornado in its entire path of thirty miles caused the deaths of 
eight persons, injured about 100 others and destroyed about $1,000,- 
000 worth of property. In the Melrose Park-Wilmette tornado the 
greatest destruction was wrought about three miles west and northwest 
of Joliet. In this tornado seventeen persons were injured and much 
property damage was done. Here again a slight deviation in the 





course of the tornado would have enormously increased at least the 
property damage. The Wisconsin tornado occurred in Walworth 
county, passing about four miles east of Elkhorn. One person was 
killed in this storm and the property damage was estimated at 
$25,000. 

The Indiana storm occurred in Allen county, passing out of the 
State about nineteen miles eastward of Fort Wayne. Thirteen lives 
were lost, thirty-four persons were injured and over a million dollars’ 
worth of damage was done. Another tornado occurred in Jay and 
Adams counties in northeast Indiana. The course was fortunately 
confined to a strictly rural section, there being only one village, that 
of West Liberty, in its path. There is no trustworthy statement 
regarding the lives lost or damage done. 

The two Ohio tornadoes crossed the State line from Indiana near 
Nashville, Greenville, Lima, Van Wert and other towns west and 
southwest of Toledo. The total number of deaths reported in these 
storms was thirty-one. In lower Michigan a tornado originated in 
the northwest part of St. Joseph county and traveled in a northeastern 
course for a distance of about 100 miles. It struck St. Johns at 
5:08 P. M. The property damage at this point exceeded $250,000. 
In Saginaw county on the same day a tornado occurred at 6:30 
P. M., with a path about 314 miles in length, touching the western 
outskirts of the city of Saginaw. The property loss was estimated at 
$20,000. 

The weather conditions preceding the foregoing storms are summed 
up in a brief discussion by B. B. Whittier of the U. S. Weather 


These are, however, too technical to serve a 


Bureau at Lansing. 
useful present purpose. It is pointed out that the conditions “simply 
emphasize the extremely local character of the tornado,”’ and that 
“*there was little or no barometric disturbance at the time of tornado 
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passage, although severe tornadoes passed only a few miles from 
the station.” These and other observations confirm what has been 
pointed out before, that the prediction of tornadoes for practical pur- 
poses is extremely problematical. 

The following observations have reference to tornadoes during the 
year 1923. ‘There were two important storms this year, one in Illinois 
on March 11 and 12 and one in Tennessee on March 11. The 
maximum of wind velocity was reached at Springfield. The damage 
to property was not particularly severe in any one locality, but it was 
so widespread that in the aggregate the loss was considerable. In 
Gallatin county the path of the principal storm was 300 yards in 
width and the money loss was about $10,000. For the entire State 
the loss was estimated at $800,000. 

In Tennessee a tornado did considerable damage near the city 
of Nashville. The description is not quite sufficient for the purpose. 
The path of the tornado was from 200 to 400 yards in width and 
about fifteen miles in length. The destruction of human life was 
unusually heavy, considering the small extent of the storm. Two 
villages lay in its path, namely, Deanburg, Chester county, and 
Pinson, Madison county ; the latter, a village of about 500 inhabitants, 
was totally wrecked. At Deanburg two persons were killed and 
about twenty injured. At Pinson about seventeen or eighteen persons 
were killed and some forty or fifty injured. The approximate total 
property loss was about $100,000. 

On April 5, 1923, there occurred a tornado in the northern 
portion of Rock Creek Park, Washington, D. C., about five miles 
from the U. S. Capitol. The storm continued for a distance of about 
eleven miles. Its path was from 100 to 250 yards in width. The 
property loss was estimated at $100,000. Had there been the slightest 
deviation from the course of even a few miles the damage to Govern- 
ment buildings might have been enormous. 

On March 3, 1923, a tornado occurred about 1!4 miles southwest 
of Elwood, Kans. The storm followed a straight course for a dis- 
tance of about four miles. The estimated property damage was 
$4,000. The storm crossed the Mississippi river near St. Joseph. 
Here the property damage was estimated at $50,000. 

On May 12, 1923, a tornado occurred in Davidson county, 
Tenn., about eight miles north of Nashville. The length of the path 
was about ten miles, with a width of from 50 to 200 yards. The 
estimated property loss was $25,000. According to the Weather 
Review of May, 1923, “‘had the storm taken a different course 
through the Government reservation the loss might have been tre- 
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mendous, inasmuch as the buildings are compactly arranged and 
represent a total outlay of more than $50,000,000. 

On May 14 a tornado occurred at Pulaski Heights, which is the 
western section of Little Rock, Ark. The path of this tornado was 
about 900 feet in width for the first one-quarter of a mile, increasing 
subsequently to about 2,800 feet. The entire length of the track 
was about two miles. The property damage was estimated at about 
$40,000. A similar tornado occurred at Thrall, Tex., on May 14, 
a town about seven miles east of Taylor. A house about 14 by 30 
was picked up, lifted over a fence without touching the latter and 
deposited about fifty feet to the northeast. The property damage was 
estimated at $600. 

On June 2, 1923, two small tornadoes occurred near the city of 
Cheyenne, Wyo. The path of the storm was about ten miles long 
and less than forty feet in width. The amount of damage was not 
correctly returned. 

During the same month two small tornadoes occurred in New 
Mexico. The first of these struck the village of Moriarity in 
Torrence county, causing a loss of about $2,000. The second storm 
occurred at Roswell on the afternoon of the 8th. This storm is 
reported to have been the first one ever known to have occurred in 
southeast New Mexico. No satisfactory account of property loss 
is available. 

On September 28 a small tornado occurred in the southeastern 
part of Council Bluffs, Ia., just across the Missouri river from Omaha, 
Neb. The damage done by this tornado was approximately $15,000. 
The greatest damage suffered by the city of Council Bluffs was from 
the excessive rainfall, which amounted to 3.04 inches in two hours. 

All of the foregoing are further suggestive of the wide distribution of 
violent storms and the immense potential risk of damage to settled 
communities. The experience at St. Louis in 1896 may at any time 
be repeated. As pointed out in a number of cases a slight change in 
the course of the storm would have enormously increased the local 
damage done. No evidence could better emphasize the urgent neces- 
sity of adequate wind storm protection. It must not be overlooked 
in this connection that the foregoing illustrations are merely of typical 
storms and that no effort has been made to present a complete list of 
storms causing widespread property damage during recent years. 
Furthermore, the references are entirely to tornadoes. A vast amount 
of windstorm damage is done by other storms which do not come 
within this classification. This will be emphasized in a later discussion 
of hail storms and hurricanes. 





Automobile Accident Prevention 


By F. A. Brown 


Mr. Hoover called a national conference on 
street and highway safety at Washington, 


directions, viz.: service, claims economy, selling. 
The opening paragraphs of that article are 


constructive program? Speed, recklessness, 
carelessness are the producing causes. We may 
stubbornly evade the issue but we cannot get 
away from the truth. The fact still remains 
that the most potent remedy lies in properly 
educating the automobile drivers. Punishment, 
by itself, will not effect a cure. 








D. C., in December, 1924. 

The subject is not new. As long ago as 
1913, THE SPECTATOR printed articles in its is- 
sues of July 31, August 7 and 14 presenting 
the subject of educating automobile drivers in 
accident prevention, as the most promising 
method of reducing accidents. 

It was further shown that casualty insurance 
companies could, by their close relationship, 
exert greater influence in this just cause for 
humanity than any other single industry or, 
perhaps, more than all others combined. Their 
interests are deeply involved in three important 


worth reprinting: 

More than 95 per cent of automobile acci- 

dents are due to carelessness and the condition 
has reached a point where it has become seri- 
ous. , 
Sooner or later this condition will be brought 
more forcibly to the attention of our council- 
men and legislators and will result in the enact- 
ment of drastic ordinances and laws which will 
curtail many of the privileges now enjoyed by 
those operating automobiles, to the possible ex- 
tent of arrest, fine and imprisonment. 


It was indeed prophetic. 
What will be the result of the national con- 
ference? More laws and regulations, or a real 
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There has long been a strong conviction on 
the part of conservative automobile drivers that 
harsh punishment for reckless driving would 
prove the panacea for reducing automobile acci- 
dents. 

The authorities proceeded on the theory that 
the traffic regulations were not sufficiently “air- 
tight” to control the situation. 

The best traffic experts in the country were 
commissioned to visit other cities to study the 
problem, at home and abroad, and now we have 

(Concluded on page 35) 
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To Our Agency Force: 

There never will be a BETTER TIME than RIGHT NOW to look over our 
lines. To “take stock," as it were, and see what we have to sell. 
Like all Merchants, we'll probably find some goods on the shelves 
that HAVEN'T BEEN SELLING, but OUGHT to. 

Checking up, we find that we have the following COMPLETE LINES of 
insurance for SALE - 


Dwelling Store Building Boiler 

Furniture Store Furn. & Fixtures Fly Wheel 

Tornado Store Contents Rents 

Residence Burglary Accident Profits 

Safe Burglary Health Use and Occupancy 

Bank Burglary Disability Water Damage - Residence 
Store Burglary Compensation Water Damage - Mercantile 
Messenger Hold-up Public Liability Explosion 

Personal Hold-up General Liability Teams Liability 

Auto Fire and Theft Elevator Liability Teams Property Damage 
Auto Liability Plate Glass Tourists Baggage 

Auto Collision Bonds Parcel Post 

Auto Property Damage Sprinkler Leakage And, Maybe, Life 


A VERY complete, MODERN AND UP-TO-DATE STOCK. ALL THE VERY LATEST 
MODELS, made from the very BEST MATERIAL and backed by the FINEST MAN- 
UFACTURERS IN THE WORLD. 


There is SOMETHING in our line for EVERY individual and for EVERY kind 
of business. Something that somebody NEEDS to be COMPLETELY pro- 
tected. We won't have any "shelf warmers" on the list if we make it a 
point to REMEMBER what we have and try to find a customer for every- 
thing. UNDOUBTEDLY THERE IS ONE. ITS UP TO US TO FIND HIM. 


When you fail to sell a man FIRE insurance, tell him about BURGLARY. 
If he don't want that, mention HOLD-UP. If that don't get him, talk 
AUTOMOBILE. In fact tell EVERYBODY YOUR WHOLE STORY. If you'll make 
it a PRACTICE to do this, you'll be SURPRISED at the GROWTH of your 
business and YOUR PROFITS. 


Yours for diversifiation, 











The insurance policy is an important docu- 
ment, every word of which has been measured 
with care. It is not at all unusual to have a 
case where a thousand dollars or more will 
hinge on one word, or one phrase, of the policy. 
Many people have the impression that they are 
fully protected, if they have an insurance pol- 
icy on their car. The actual wording of the 
contract does not seem to concern them. This 
neglect to study a policy is due in large part 
to the average man’s aversion to a legal docu- 
ment. 

The student of insurance will find his time 
well spent if he makes a careful study of each 
clause, particularly if he is in a position to ask 
questions of someone who is familiar with the 
policy and who knows the reasons for each 
term and condition. 

There are three general classes of automo- 
bile policy, the fire contract, to which may be 
added theft, collision, and occasionally property 
damage coverage (when written by fire and 
marine companies); the public liability policy, 
to which may be added property damage and/or 
collision coverage (when written by casualty 
companies): and the complete coverage policy, 
written in those States which permit a com- 
pany to write both fire and casualty coverages 
(usually written by a company which writes 
only automobile insurance). 

A fire company and a casualty company will 
often issue a joint policy, ie, one sheet of 
paper containing two separate contracts. 

The fire and theft policy has been pretty well 
standardized among the leading companies, 
largely as a result of action taken by the Na- 
tional Convention of Insurance Commissioners, 
in co-operation with the National Automobile 
Underwriters Conference. The casualty com- 
panies have not standardized the wording of 
their policy, but its substance is largely stand- 
ardized. 

The Insurance Commissioners undoubtedly 
prefer that the companies adopt a standard pol- 
icy wording, as it relieves each Commissioner 
of the burden of reviewing every policy filed by 
the companies operating within the State, in 
order to determine whether the policy contains 
any term or provision inconsistent with the laws 
of the State or with the rulings or regulations 
issued by the authorities. Standardization has 
its disadvantages, however, since, once the pol- 
icy is standardized, it is very difficult to amend 
it to keep pace with the progress of the times. 

An insurance policy is a unilateral contract 
(one in which the performance remains to be 
done by only one party, i. e, the insurance 
company). Ii there is any ambiguity in the 
contract, the courts will construe same in favor 
of the assured, because the insurance company 
selected the language of the contract. The in- 
surance company should be careful, therefore, 
to state exactly what is meant—neither to in- 
sert a provision which has two meanings nor 
one which is in conflict with a provision else- 
where in the contract. 

Some companies mention the consideration at 
the beginning of the policy. A statement may 
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This article is extracted from a 
chapter in the new book, entitled “Auto- 
mobile Insurance,’ which is written by 
Ambrose Ryder and published and copy- 
righted by The Spectator Company. The 
book ts a complete explanation of this 
phase of indemnity and has been hailed 
as one of the greatest treatises ever pro- 
duced on this subject. The volume is of 
value not only to company executives 
but to brokers, agents and general agents. 
lt ts a comprehensive textbook which 
fills a definite need. 











be made to the effect that the company “in con- 
sideration of the premium, the schedule of 
declarations (or warranties) and subject to the 
conditions (or general provisions) does here- 
by insure,” etc. A number of companies refer 
only to the premium as the consideration, and 
still other companies do not refer to any con- 
sideration, although the premium consideration 
is always implied. This does not mean that the 
premium must be paid before the policy takes 
effect (many a policyholder has had an acci- 
dent or a loss before he has actually paid his 
premium), but rather that the assured has paid, 
or has obligated himself to pay, the premium. 


Tue COVERAGE 

The policy contains a statement of the cover- 
age* afforded. Ii the policy is written by a 
fire and marine company it will embrace the 
fire and transportation hazard and usually the 
theft hazard. It may also embrace the collision 
and/or property damage hazards, as well as the 
side line coverages of hail, earthquake, water 
damage, explosion, riot and civil commotion, 
each peril insured against being specifically 
mentioned. The contract is usually limited to 
loss or damage occurring within the limits of 
the United States (exclusive of Alaska, the 
Philippines, Hawaiian Islands, and Porto 
Rico) and Canada, including while in building, 
on road, on railroad car or other conveyance, 
ferry or inland steamer, or coastwise steamer 
between ports while within such territory. 

If the policy is written by a casualty company 
it will embrace the public liability, usually 
property damage, and often collision coverage. 


WARRANTIES, REPRESENTATIONS, 
DECLARATIONS 

Some policies state that the answers relat- 
ing to ownership, use, description of the car, 
etc., are statements of fact known to be true 
and that the policy is issued in consideration of 
the truth of such statements. Other policies 
state that the assured warrants such statements 
to be true at all times. Still other policies re- 
fer to the statements as “declarations” or 
“representations.” 

The trend of the courts has been away from 





* See previous chapters on fire, theft, collision, lia- 
bility and property damage for specific wording of the 
coverage in each instance. 
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warranties and towards representations and 
many States have taken steps in the same direc. 
tion through statutory enactments, the general 
idea of these statutes being to change so-called 
warranties into common law representations, 
thereby only allowing forfeitures for false 
statements as found to be material. As an in- 


direct example of such statutory enactments, ° 
there is a statute in the State of Washington. 


which provides that, “the breach of a warranty 
or condition in any contract or policy of in- 
surance shall not avoid the policy or avail the 
insurer to avoid liability unless such breach 
shall exist at the time of the loss and contribute 
to the loss.” If the assured warrants a num- 
ber of things to be true about his car and its 
uses and it later develops that he had made a 
slight misstatement, perhaps one of minor im- 
portance, he naturally feels that the company 
should not deny coverage on the entire policy, 
merely on the strength of that one misstate- 
ment, unless the misstatement had a material 
bearing on the loss. The material difference 
between a warranty and a representation or 
declaration so-called, is that a warranty is an 
essential part of the contract of insurance it- 
self, while a representation or declaration is 
collateral or incidental to the contract of in- 
However, in cases where the policy 
expressly states that the insured warrants a 
certain representation to be true then such 
statement will be treated as a warranty if the 
contract clearly indicates that it was the intent 
of the insured and insurer to make it a war- 
ranty. The fact that, in a policy, certain state- 
ments are called warranties does not make 
them so, for if some other provision in the pol- 
icy indicates that the insured and insurer only 
intended that they be given the effect of repre- 
sentations, then courts will readily construe 
them as representations and so, in doubtful 
cases, the courts will treat them as representa- 
tions rather than warranties. The reason for 
this rule of construction is that courts are ever 
anxious to prevent forfeitures wherever they 
can do so. 


surance, 


MISREPRESENTATION AND FRAUD 
The standard fire and theft policy usually 
contains the clause, “the entire policy shall be 
void if the assured has concealed or misrepre- 
sented any material fact or circumstance con- 
cerning this insurance or the subject thereof; 
or in case of any fraud, attempted fraud, or 
false swearing by the assured touching any 
matter relating to this insurance or the subject 

thereof, whether before or after a loss.” 


OTHER INSURANCE 

Each policy carries a clause regarding other 
insurance, in order to avoid the possibility of 
an assured receiving double reimbursement for 
his loss from two different companies insuring 
the same car. 

Some policies carry the following clause: 
“no recovery shall be had under this olicy, if 
at the time the loss occurs there be any other 
insurance covering such loss, which would at- 
tach if this insurance had not been effected.” 
Other companies modify the clause to read: 
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“there shall be no recovery if the property in- 
sured is separately valued in and covered in the 
policy of another insurer, nor shall the assured 
recover under this policy a larger portion of 
any losses or damage (if so valued and specific- 
ally covered), than the amount hereby insured 
bear's to the total amount of valid and collect- 
ible insurance applicable thereto.” In addition 
the casualty company’s policy will often carry 
a clause to the effect that “if any assured other 
than the named assured is covered by valid and 
collectible insurance against a loss covered 
hereby, such assured shall have no right of re- 
covery under this policy.” 

Even with a second company insuring the 
same car, the first company may have to pay 
the full amount of loss if it develops that the 
second company’s insurance is neither valid nor 
collectible. 


Notice AND Proor oF Loss 

The fire and theft policy contains a clause 
imposing certain duties on the assured in the 
event of a loss, which reads somewhat as fol- 
lows: “In the event of loss or damage the 
assured shall forthwith give notice thereof in 
writing to the company; and within sixty (60) 
days after such loss, unless such time is ex- 
tended in writing by the company, shall render 
a statement to the company signed and sworn 
to by the assured, stating the place, time and 
cause of the loss or damage, the interest of 
the assured and of all others in the property, 
the sound value thereof and the amount of loss 
or damage thereon, all encumbrances thereon 
and all other insurance whether valid or not 
covering said property; and the assured, as 
often as required, shall exhibit to any person 
designated by the company all that remains of 
the property insured and submit to examina- 
tions under oath by any person named by the 
company, and subscribe the same; and as often 
as required shall for examination 
all books of account, bills, invoices, and other 
vouchers, or certified copies thereof if orig- 
inals be lost, at such reasonable place as may 
be designated by the company or its represen- 
tative, and shall permit extracts and copies 
thereof to be made.” 


produce 


Notice oF ACCIDENT 

One of the provisions of the casualty policy 
is that the policyholder give prompt notice of 
each accident, whether the accident appears 
trivial or not, and irrespective of whether the 
policyholder thinks he is at fault. The policy- 
holder must also give prompt notice of any 
claims, summons or other processes, and must 
co-operate in the settlement of the loss or in 
the securing of information and evidence. -But 
he must not make or offer any settlement with- 
out consent of the company. Quite 
naturally, if the company is to pay the loss it 
must reserve the right to settle any claim or 
suit. 

The average policyholder does not realize 
what it means to an insurance company to have 
Prompt notice of accident, and to obtain the 
Names of all witnesses at the time of the acci- 
dent. Every company can cite hundreds of in- 
Stances where it was able to make a fair and 
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satisfactory settlement with the injured party, 
and at the same time save what would otherwise 
be a heavier loss, by being able to approach 
him immediately after the occurrence of the 
accident. 

It is 
assured to give immediate notice of accident 
and to render also all possible assistance in the 
the 
companies base their charges on the losses they 


therefore to the advantage of the 


settlement of loss, because the insurance 


have to pay. The rates must be increased if 

the losses are heavy, and are decreased if the 

losses are light. 
LIMITATION OF LIABILITY 

Since, in the event of a property loss on the 
car itself, it is important to establish how the 
loss is to be adjusted, and what shall be the 
company’s limit of liability, the fire and theft 
policy carries the following clause: “the com- 
pany shall not be liable beyond the actual cash 
value of the property at the time any loss or 
damage occurs and the loss or damage shall 
be ascertained or estimated accordingly, with 
proper deduction for depreciation however 
caused (and without compensation for the loss 
of use of the property), and shall in no event 
exceed what it would then cost to repair or re- 
place the property or such parts thereof as 
may be damaged with other of like kind and 
quality. Such ascertainment or estimate shall 
be made by the assured and the company or, 
if they differ, then by appraisal as hereinafter 
provided.” 

It will be observed that the amount of loss 
or damage recoverable is limited to the actual 
cash value of the property at the time of the 
loss or damage. The company has the option 
of repairing or replacing either the automobile 
in its entirety or such parts thereof as may be 
damaged, and, if the company and assured can- 
not agree, provision is made for appraisal un- 
der a separate clause in the policy.* 


APPRAISAL 

“In case the assured and the company shall 
fail to agree as to the amount of loss or dam- 
age to the property insured hereunder, each 
shall, on the written demand of either, select a 
competent and disinterested appraiser. The ap- 
praiser shall first select a competent and dis- 
interested umpire; and failing for fifteen (15) 
days to agree upon such umpire, then, on re- 
quest of the assured or the company, such 
umpire shall be selected by a judge of a court 
of record in the county and State in which the 
appraisal is pending. The appraisers shall then 
appraise the loss and damage, stating sepa- 
rately sound value and loss or damage to each 
item; and failing to agree shall submit their 
differences only to the umpire. An award in 
writing, so itemized, of any two when filed 
with the company, shall determine the amount 
of sound value and loss or damage. Each ap- 
praiser shall be paid by the party selecting him 
and the expenses of appraisal and umpire shall 
be paid by the parties equally.” 


Appraisal is not often resorted to, but it has 


* See chapter on claims and losses for methods of 
handling claims and settling losses. 
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its value if for no other reason than that it re- 
quires the two parties to resort to every means 
within their power to settle their differences 
before going to court. 


Loss For Wuicu BAILEE For Hrre Is LIaBle 

The person who takes out insurance on his 
car must not expect his insurance policy to 
protect also some other person who may have 
rented the car from the assured. If the per- 
son who rented the car had a loss for which he 
was liable, the insurance company would take 
care of the loss in so far as the assured is con- 
cerned, by lending the money equivalent of 
such loss or damage until the assured has been 
repaid by the person who hired the car, which 
money is to be repaid the insurance company to 
the extent of the net amount collected from the 
person who hired the car from the assured. 
The clause covering such a situation is worded 
somewhat as follows: “the company shall not 
be liable for loss or damage to any property 
insured hereunder while in the possession of a 
bailee for hire under a contract, stipulation or 
assignment whereby the benefit of this insur- 
ance is sought to be made available to such 
hailee. Where loss or damage occurs for which 
a bailee may be liable and which would other- 
wise be covered hereunder, the company will 
advance to the assured by way of loan the 
money equivalent of such damage, 
which loan shall in no circumstances affect the 
question of the company’s liability hereunder 
and shall be repaid to the extent of the net 
amount collected by or for account of the 
assured from the bailee after deducting cost 
and expense of collection.” 


loss or 


TITLE AND OWNERSHIP 

The policyholder should understand that he 
is not protected if he has stated that he is the 
unconditional and sole owner of his car, when 
the facts are otherwise. If he is only a part 
owner of the car or if the car is mortgaged, he 
must so state in the application.- Furthermore, 
the policy does not cover him if his interest in 
the property has been transferred or terminated 
or if there has been any change in the nature’ 
of his insurable interest by reason of sale or’ 
otherwise, unless the policy has been corrected 
by endorsement. Nor can the policyholder 
assign the contract of insurance to another 
person, without the company’s consent; and he 
must notify the company and receive its con- 
sent if the property becomes subject to any 
encumbrance. 

Many a policyholder has found himseli with- 
out coverage simply because he has mortgaged 
his car and failed to disclose that fact to the 
insurance company. A rule for every 
policyholder to follow, is to be sure that he 
discloses every fact which has any bearing on 
r use of his 


good 


the title, ownership, description, « 
car. 

These requirements are set forth in the fire 
and theft policy in the following clause: “un- 
less otherwise provided by agreement in writ- 
ing added hereto, the company shall not be 
liable for loss or damage to any property in- 


sured hereunder; (a) if the interest of the 
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assured in the subject of this insurance be 
other than unconditional and sole ownership; 
(b) or in case of transfer or termination of 
the interest of the assured other than by death 
of the assured or in case of any change in the 
nature of the insurable interest of the assured 
in the property described herein either by sale 
or otherwise; (c) or if this policy or any part 
thereof shall be assigned before loss; (d) or 
while encumbered by any lien or mortgage.” 


ABANDON MENT 

The fire and theft policy sitpulates that the 
assured shall not have the right to abandon his 
property to the company at the time of loss. 
The clause reads in effect: “it shall be optional 
with this company to take all or any part of 
the property at the appraised value where ap- 
praisal is had as hereinafter provided, but there 
can be no abandonment thereof to the com- 
pany; and where theft is insured against, the 
company shall have the right to return a stolen 
automobile or other property with compensa- 
tion for physical damage, at any time before 
actual payment hereunder.” 


PROTECTION OF SALVAGE 

Not only must the assured keep his damaged 
Property until settlement is made, but it is his 
duty to protect the property from any further 
loss or damage, the company reimbursing him 
for any reasonable expense incurred. If he 
fails to perform this duty he may not recover 
for any further loss or damage. The clause 
covering this requirement reads as follows: “In 
the event of loss or damage occasioned by a 
peril insured against herein the assured shall 
protect the property from further loss or dam- 
age and any such further loss or damage oc- 
curring directly or indirectly from a failure to 
protect shall not be recoverable under this pol- 
icy. Any such act of the assured or the com- 
pany or its agents in recovering, saving and 
preserving the property described herein, shall 
be considered as done for the benefit of all 
concerned and without prejudice to the rights 
of either party, and all reasonable expenses 
thus incurred shall constitute a claim under 
this policy; provided, however, that the com- 
pany shall not be responsible for the payment 
of a reward offered for the recovery of the in- 
sured property unless authorized by the com- 
pany.” 

PAYMENT OF Loss 

“The company shall not be held to have 
waived any provision or condition of this pol- 
icy or any forfeiture thereof by any require- 
ment, act, or proceeding on its part relating to 
the appraisal, or to any examination herein pro- 
vided for; and the loss shall in no event be- 
come payable until sixty (60) days after the 
notice, ascertainment, estimate and_ verified 
proof of loss herein required have been re- 
ceived by the company, and if appraisal is 
demanded, then, not until sixty days after an 
award has ben made by the appraisers.” This 
applies to insurance on the car itself. 

Although the company is not required to pay 
the loss immediately, companies pay within a 
reasonable time after the occurrence of the Ic3s. 


The sixty day provision is a safeguard to give 


the company the time it may need for in- 
vestigation. There have been occasions when 
companies have paid losses too promptly, only 
to learn later that the losses were fraudulent. 


Suit AGAInst CoMPANY 


“No suit or action on this policy with respect 
to loss or damage to the property insured here- 
under or for the recovery of any claim on ac- 
count of such loss or damage shall be sustain- 
able in any court of law or equity unless the 
assured shall have fully complied with all the 
requirements hereof, nor unless commenced 
within twelve (12) months next after the hap- 
pening of the loss; provided that where such 
limitation of time is prohibited by the laws of 
the State wherein this policy is issued, then 
and in that event no suit or action under this 
policy shall be sustainable unless commenced 
within the shortest limitation permitted under 
the laws of such State.” 


ExXcLUSIONS 


Usually the policy contains but a few ex- 
clusions, and these exclusions are only such as 
are considered necessary to the application of 
sound underwriting principles. 

A number of the exclusions have to do with 
coverage.* The following exclusions are com- 
mon: 

“While the automobile described herein is 
being operated in any race or speed contest.” 

“While the car is being operated by any per- 
son under the age limit fixed by law or in any 
event by any person under the age of sixteen 
years.” (Casualty policy.) 

“While the car is being frequently or habit- 
ually used as public or livery conveyance for 
carrying passengers for compensation, and for 
one week after the termination of said use.” 
(Fire policy.) 

“While the car is being used to carry pas- 
sengers for consideration.” (Casualty policy.) 

“While the car is being rented or hired to 
others.” 

“While the car is being used to tow or pro- 
pel any trailer or any other vehicle used as a 
trailer.” (Casualty policy.) 

“Any obligation assumed by or imposed upon 
the insured by any workmen’s compensation 
agreement, plan or law.” (Casualty policy.) 

“Liability for injuries or death to any em- 
ployee of the assured while engaged in operat- 
ing or caring for any automobile insured here- 
under, or while engaged in the usual course 
of trade, business, profession or occupation of 
the assured,” unless employers’ liability cover- 
age is added to the policy. (Casualty policy.) 

“While the car is being used for any pur- 
pose other than specified in the policy.” 





* See chapters relating to coverages. 


Walter C. Hill, vice-president of the Retail 
Credit Company of Atlanta, Ga., is being con- 
gratulated upon the birth of a son. Mr. Hill 
is now the father of two sons and a daughter 
and if they all follow their parents’ example, 
no inspection reports on their conduct will 
ever be necessary. 
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INSURANCE INSTITUTE 





W. G. Falconer Tells of Organization's 
Accomplishments 





SEES BRILLIANT FUTURE 





President of Norwich Union Points Out 

Educational Activities Now Possible 

In a recent address before the educational 
conference of the Insurance Institute of Amer. 
ica, held in Philadelphia, W. G. Falconer, presi- 
dent of the Norwich Union Indemnity Com- 
pany and one of the board of governors of the 
Institute, addressed the members on the work 
dene by their organization and the good it has 
accomplished in the business of insurance, 
After reviewing the formation of the Insurance 
Institute of America some sixteen years ago, 
Mr. Falconer stated that the effort to gain 
legislative authority and recognition had met 
with success in May, 1924, when the State of 
New York passed an act incorporating the In- 
stitute for the purpose of promoting efficiency, 
progress and general development among per- 
sons engaged in the insurance business, to the 
end that public confidence might be strength- 
ened and abuses wiped out. Saying that the 
Institute is now a legal entity and is entitled 
to a place among the leading educational in- 
stitutions of the country, Mr. Falconer urged 
members to make the charter of the organiza- 
tion their foundation whereon to build an edifice 
of education for the young men and women 
who desire to become trained insurance special- 
ists. Upon this point, the president of the Nor- 
wich Union said: 

There is a great work to be done. We are 
engaged in a business which is as important as 
banking or any profession. By means of this 
charter the insurance business may be elevated 
to a profession. We must have innumerable 
men and women in our business who stand as 
well and as high as any doctor, lawyer, banker 
or professional men do in their profession. In 
our business we have many persons whose 
knowledge of the business and its fundamentals 
is superficial, far more so than will be found in 
any other profession. We must proceed to 
change this although it may take years to ac- 
complish. ; 

We have made the greatest step forward in 
the insurance business but we must keep up the 
step and add our minds and best intelligence to 
accomplish our purposes. The business has ob- 
tained the lifting impulse of a new idea. 

In closing his remarks, Mr. Falconer in- 
dicated the growing importance of the Institute 
as a factor in the advancement of the ideals of 
the great institution of insurance and, with 
reference to future possibilities, stated: 


Eventually, a young man may not be able to 
obtain a position in an insurance office unless 
he satisfies his prospective employer that he is 
preparing to take or has taken the Institute's 
diploma. Some insurance offices already are 
beginning to insert in all applications for em- 
ployment a question to this effect and more 
companies have indicated their intention of do- 
ing so. 


—Charles B. Alexander was elected a director of 
the United States Fidelity and Guaranty Company 
at the meeting of the board to-day. He is a member 
of the Baltimore insurance firm of Alexander & 
Alexander. 
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FIRE AND CASUALTY EDUCATIONAL SECTION 


Preparedness, Enthusiasm and Reliability 


By JosepH R. Witson, 


Manager Development Division, Maryland Casualty Company. Author of “Surety and Cas- 
ualty Salesmenship” 


Desiring to purchase some merchandise, I 
walked into a store where I thought I could 
secure the full worth of my cash plus good ser- 
vice. A well dressed, affable clerk waited on 
me. I do not refer to him as a salesman be- 
cause that would be calling him “out of his 
name.” It did not take me long to discover 
that he was not familiar with his stock, had lit- 
tle idea of what to show me when I endeavored 
to explain my wants, and he had to seek an- 
other employee to ascertain where to find as 
well as how to price what I desired to buy. It 
is not just to judge every employee in a store 
by one who happens not to be qualified for 
his job, but my experience with the ignorant 
clerk made a bad impression, to say the least. 
Ignorance kills sales. 

I entered a store one afternoon just before 
closing time. There were few customers. Five 
or six clerks were standing in a group at one 
side engaged in animated personal conversation. 
Their line of talk was revealed by the few re- 
marks which I overheard. I waited some 
minutes but no one paid me any attention. I 
then approached the group, apologized for inter- 
rupting the conversation and asked if someone 
could spare the time to sell me a necktie. My 
boldness was rewarded, I made my purchase 
and walked out. I never spent another dime in 
that store. Indifference kills sales. 

One Xmas I purchased a set of furs for a 
gift. I was not then and am not now a judge 
of furs. I told the clerk who waited. on me 
of my ignorance and said I would depend upon 
him to help me make a selection. I did not 
even limit him in price, letting him entertain 
the delusion that I could afford the most ex- 
pensive furs in the house until the time came 
to disabuse his mind of this thought if what 
he offered proved to be beyond my means. I 
made a purchase in accordance with the clerk’s 
advice. Within the next day or two I discov- 
ered I had been stung as to quality, returned 
the furs and my money was refunded. This is 
another store I passed by ever afterwards. Un- 
reliability kills sales. 


PraAcTicAL APPLICATION 

This is the application of the experiences 
recited to the surety and casualty business: 

The ignorant, indifferent, unreliable agent 
never succeeds. 

The agent who profits in the insurance busi- 
ness is the one who is intimately familiar with 
all his lines, who is alive to the needs of his 
Prospects, and who can be depended upon to 
Provide the forms and amount of coverage 
which furnish the necessary protection. Insur- 
ance is a protective service. It is necessary for 
safeguarding the cash capital, the credit and 
the other interests of the public, personal, 
financial, commercial and professional. The 
importance of insurance calls for expert knowl- 
edge on the part of those who sell it and ability 


to so apply that knowledge as to provide what 
the public has a right to demand—real service. 


Wuat ConstTITUTES SERVICE 

Service is a much misused word. It is often 
misapplied. In its complete application it 
means work performed for the benefit of an- 
other. 

Insurance service is not confined to the 
prompt execution and delivery of those bonds 
and policies for which the public may make 
application. It consists of seeing to it that 
each client has all the forms he may need for 
complete protection; of making sure that every 
bond and policy written is in sufficient penalty, 
or amount, to cover all possible losses which 
the client may incur, and of giving each client 
the benefit of the best manual rates obtainable. 
But even when this is done, insurance service 
does not end. It merely begins with the execu- 
tion and the delivery of the different forms of 
coverage for which the client has agreed to pay. 
The completion of the contract of insurance is 
only the first step. Insurance service which re- 
sults in satisfied and therefore permanent 
clients, and such clients constitute the most 
valuable agency assets, goes far beyond the 
original contract of insurance. It consists of 
seeing to it constantly, that all the interests of 
each client are fully safeguarded; that the 
assured gets the benefit of any wider forms of 
coverage that may be on the market; that his 
business is always written at the most advan- 
tageous manual rates; that his coverage is ade- 
quate to meet every contingency as his busi- 
ness grows; that he be offered such new classes 
of protection as he may need from time to 
time. The agent who renders real insurance 
service is the one who makes the interests of 
each client his own interests all the time. 

Unless a surety and casualty agent is 
equipped to render complete and prompt 
service, he cannot hope for success. Service is 
impossible if the agent is ignorant, indifferent 
or unreliable. 


Tue AGENT’s OPPORTUNITIES 

How far should an agent go in preparing 
himself for a profitable and useful career? 
What preparation should he have? In answer- 
ing this all-important question I can do little 
more than deal in generalities which may be 
applied to every branch of the surety and cas- 
ualty business. 

Let us get a glimpse first of the opportuni- 
ties of the surety and casualty agent in every 
town, village and city. The market for cas- 
ualty insurance policies is equal per thousand 
of population irrespective of the size of the 
town in which the agent works. This is true 
because every citizen of standing in every 
community is a prospect for one or more lines 
the surety or casualty agent sells. So much 
for the agent’s opportunities. 
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Must Be An EpucaTor 
Surety and fidelity bonds and several forms 
of casualty insurance policies are not so uni- 
versally used as are fire insurance policies be- 
cause the necessity for the protection provided 


is not understood by all citizens. The public 
has never been fully educated to the fact that 
all their interests cannot be effectively safe- 
guarded without the forms of coverage pro- 
vided by the surety and casualty companies. It 
follows that the surety and casualty agent must 
be an educator. He must be able to prove to 
his public what that public needs and why. 


A DIAGNOsTICIAN, Too 


The agent must, too, be an insurance diag- 
nostician. It is his function to diagnose the 
needs of his public. This he can do if he is 
himself familiar with the lines he sells and 
knows which bonds and policies apply to each 
class of prospects. 


ALso A PRESCRIPTIONIST 

Then the agent must be an insurance pre- 
scriptionist. He must be prepared to pre- 
scribe the bonds and policies each prospect 
should have for his own complete protection 
against all losses which may occur in connec- 
tion with the class of business in which the 
prospect is engaged. 


INSURANCE COUNCILLOR 

If the agent is qualified to educate, diagnose 
the needs of and prescribe the necessary forms 
of protection for his prospects, he will be 
equipped to fulfill the necessary functions of a 
successful surety and casualty salesman—the 
functions of an insurance councilor or advisor. 
Any agent can take orders. An office boy can 
do this. The importance of insurance as a pro- 
fession, makes it necessary for the agent to be 
so equipped that his clients will go to him for 
advice on all their insurance questions. He 
should occupy the same position as to the in- 
surance coverage of the public and all. ques- 
tions relating thereto, that the lawyer occupies 
on legal questions and the physician on mat- 
ters of health. Unless he is prepared to oc- 
cupy such a position of responsibility, he will 
not be able to function properly. 

It was my pleasure to co-operate with an 
agent in a small mid-western town which was 
located twenty miles from the railroad. His 
surety and casualty premiums had totaled only 
$5 or $10 a year. He awakened to his possibili- 
ties, acquainted himself with the lines he had 
to sell, hustled and the next year his premiums 
were $500. He wrote that his ambition was 
to become the insurance man of his town. Cer- 
tainly a laudable ambition and one which 
meant increasing profit to him as the result of 
his ability to render adequate insurance ser- 
vice and his determination to do so. 


NECESSARY EQUIPMENT 
What must the agent do to equip himself for 
his task as an insurance educator, diagnostician, 
and prescriptionist—an insurance councillor— 
the insurance man of his town? 
He must become intimately acquainted with 
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every branch of his work. He must know what 
he has to work with, what there is to do and 


how to do it. A good personal appearance, the 


gift of gab and a ratebook do not constitute 
adequate equipment for the insurance agent, any 
more than a kit of instruments fits a man for 
surgery or a law library equips a man to give 
legal advice. 

Preparedness for the surety and casualty 
agent must include: 

Intimate acquaintance with every feature of 
the bonds and policies he has to sell; know 
what they are; their uses; 
of each, including exclusions as well as inclu- 


the exact coverage 


sions, and the character of protection provided 
by each. 
Familiarity with the conditions under which 
each bond and policy is issued or underwritten. 
The qualifications of applicants for 
form of coverage. 


each 


For what classes of prospects each form of 
bond and policy is intended. 

The reasons why each prospect should have 
given classes of protection. 

What lines each prospect requires for com- 
plete protection—what bonds and policies are 
that all the [ 
every prospect may be properly safeguarded. 

Who are desirable prospects for each line— 
who would be safe risks. 

How to so present the selling qualities of 
each bond and policy as to convince prospects 
of their needs. 

Intimate knowledge of rate manuals so that 
premiums may be quoted promptly and accu- 
rately. 

What application, bond and policy forms to 
use in each case. 

Every man and woman must know his work 
from the foundation up to succeed. 
preparedness is essential. 


necessary in order interests of 


Thorough 


ENTHUSIASM NECESSARY 

enthusiasm. 
The agent must have full faith in his lines be- 
fore he can instill confidence into the public. 
The agent’s faith will be born of knowledge 
of his bonds and policies and will be nurtured 
as he goes forth in an effort to create con- 
fidence in the minds of others. He must deter- 
mine to succeed and must put his entire mental 
and physical force into his efforts. Lukewarm- 
ness never impresses others except unfavorably. 


Then comes the necessity for 


Facts Not Fiction 

Next is the importance of presenting facts 
Insurance is built upon 
confidence—confidence in the necessity for the 
protection provided; in the ability of the agent 
to provide complete service and in the finan- 
cial stability of the agent’s company which in- 
sures the prompt payment of losses. 
who tells the truth about his lines and lets his 
performances prove that he has told the truth, 
will succeed provided he tells the truth to 
enough prospects and presents it in a con- 
vincing way so as to prove the necessity for the 
protection offered. 

Unquestionably, ignorance, indifference and 
unreliability kill sales in every line of business. 


and avoiding fiction. 


The agent 


FATAL ACCIDENTS IN 1923 


Automobiles Responsible for Nearly 
One-Fifth of Total 
74,131 DEATHS IN REGISTRATION 
AREA 

Accidental Deaths More Numerous in 
Cities Than in Rural Districts 

number of deaths due to accidental 
causes in the registration area of the United 
States in 1923 was 74,131, or at the rate of 76.4 
per 100,000 of population. 


The 


These figures were 
computed by the Department of Commerce and 
are based upon an estimated population in the 
registration area of 96,986,371. 

Deaths due to automobile casualties num- 
bered 14,411, or at the rate of 14.9 per 100,000 
of population, and constitute approximately 20 
per cent of the total 
deaths. 


number of accidental 
It is interesting to note that the death 
rate from automobile accidents was 19.6 per 
100,000 in cities in the registration States, and 
18.5 per 100,000 in registration cities not in 
registration States, whereas in rural districts 
the rate was only 10.4 per 100,000. 

As to all accidental deaths the record shows 
favorably for rural sections, having been 69.9 
per 100,000, as against 83.4 in cities in regis- 
tration States. 

Among the States showing the highest deati 
rates per 100,000 population due to automobile 
accidents are the following with their death 
rates: California, 32.6; Delaware. 23.9; Wyom- 
ing, 24.1; while the States having the best rec- 
ords were: Georgia, 8.6; Iowa, 9.8; Kentucky, 
6.7; Louisiana, 8.5; Mississippi, 4.4; Montana, 
8.0: Nebraska, 9.2; North Carolina, 9.6; South 
Carolina, 6.8; Tennessee, 7.1; Virginia, 8.3. 


Registration cities showing the highest death . 


rates per 100,000 population due to automobile 
accidents included the following: Camden, N. 
J... 35:43. Albany, IN. Y.,. 23:0: Atlanta, -Ga.; 
24.7; Birmingham, Ala., 25.0; Buffalo, N. Y., 
25.5; Cambridge, Mass., 25.1; Cincinnati, Ohio, 
25.1; Hartford, Conn., 26.3; Kansas City, Mo., 
24.4; Louisville, Ky., 25.6; Memphis, Tenn., 
27.0; Newark, N. J., 24.4; Paterson, N. J., 27.9; 
Pittsburgh, Pa. 23.5; ‘Reading, Pa., 24.3; St. 
Paul, Minn., 24.4; Scranton, Pa., 29.2; Syra- 
cuse, N. Y., 23.3; Toledo, O., 23.4; Trenton, 
N. J., 28.3; Wilmington, Del., 24.6; Youngs- 
town, O., 24.6. 

For Greater New York city the rate was 16.3 
per 100,000, the rates in the various boroughs 
having been as follows: Bronx, 15.3; Brook- 
lyn, 12.9; Manhattan, 20.9; Queens, 12.3; Rich- 
mond, 12.5. 

Of the thirty-eight States dealt with only 
Kentucky, Mississippi and Wyoming had higher 
mortality rates from railroad accidents than 
from automobile accidents. Railroad accidents 
were responsible for the deaths of 34.0 per 








It is aiso an undeniable fact that preparedness, 
enthusiasm and reliability bring success pro- 
vided these qualities are systematically and in- 
telligently applied. This is especially true in all 
branches of insurance. 
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100,000 in Wyoming, and for but 3.5 in Massa- 
chusetts. Wyoming also had the highest mor- 
tality rate from all kinds of accidents, 195.4 per 
100,000; while the rate in Mississippi, 57.0, was 
the lowest. California had the highest mortality 
accidents, 32.6, and 
Mississippi the lowest, 4.4. Camden, N. J,, 
had the highest mortality rate from automobile 


rate from automobile 


eecidents among the sixty-six cities of 100,000 
population or more (35.4), while the record sor 
held by New 


the lowest rate was 


Mass. (6:2). 


3edford, 


Records of 497 cities of 15,000 population or 
more showed that twenty-tive of those cities re- 
ported no deaths from automobile accidents. It 
is explained, however, that such records in some 
cases may be due to the greater number of hos- 
pitals in larger cities nearby to which those in- 
jured may have been taken before their deaths. 

There were 7.3 deaths per 100,000 of popula- 
tion in the registration area due to railroads, 
1.8 due to street cars and 1.7 caused by other 
It thus appears that nearly twenty- 
six deaths per 100,000 of population were due to 
vehicles and about fifty were due to all other 
accidents. 


vehicles. 


The numbers of deaths due to automobiles in 
the registration area in each of the last six 
vears were as follows: 1923, 14,411; 1922, II,- 
666; 1921, 10,168; 1920, 9103: 1919, 7968; 1918, 


The rate of mortality per 100,000 population 
due to automobiles has shown a steady increase 
in this period, the rate in 1918 having heen 9.3; 
it!) 1910, 0.42 1m 1020; -T0i4s-1m 192T, 11/55 1922; 
12.5, and in 1923, 14.9. Thus in the last five 
vears the number of deaths per 100,000 popula- 
tion due to automobiles has increased 60 per 
Among the States showing the greatest 
number of automobile fatalities, and some of 
the greatest increases, are the following: Cali- 
fornia, 1923, 1230, 1922, 960, 1918, 545: [llinois, 
1923, 1031, 1922, 1033, and 1918, 466; New 
York, 1923, 1930, 1922, 1788, 1918, 1251; Ohio, 
1923, 1078, 1922, 818, 1918, 661; Pennsylvania, 
1923, 1592, 1922, 1260, 1918, 855. In New York 
city the number of automobile fatalities in 1923 
was 964, against 896 in 1922 and 609 in 10918. 


cent. 


Ice Storm Causes Demand for Public 
Liability Policies in Omaha 
Omana, Nes., December 30.—Property 
owners’ liability insurance came into sharp de- 
mand in Omaha recently when a heavy coating 
of ice covered everything and rendered the 
streets and sidewalks more glassy and danger- 
ous, perhaps, than they have been in a quarter 
century. Also, the ice coating lasted 
longer than usual in this section, remaining on 
the streets, sidewalks and trees for more than 
a week. Under the law, owners of homes and 
other property are liable for accidents to pedes- 
trians occurring on their premises or on the 
sidewalks abutting, and according to Harry A. 
Koch Insurance Company, a great many 
sought cover under adequate insurance policies 
during the period of the ice glare here. Mr. 
Koch says that owners have paid many hun- 
dreds of dollars in damages here in the past 

due to such accidents. 
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THE SPECTATOR 


FIRE AND CASUALTY EDUCATIONAL SECTION 


Automobile Accident Prevention 
(Continued from page 28) 
about every “regulation” in force that those 
able minds could conceive. 

Practical examinations are held before grant- 
ing licenses to drivers, the traffic courts are 
almost vindictive in their punishments for ap- 
parently trivial offenses and some of the judg- 
ments returned in the civil courts are positively 
punitive in amount. : 

So far, punishment has not acted as a deter- 
rent. It does not make bad men good nor does 
the enactment of laws prevent their violation. 

We are dealing entirely with the operation of 
motor vehicles as a source of automobile acci- 
dent production; consequently, we will not touch 
upon the safety movemenis throughout the 
country, nor the good they may have accom- 
plished in their efforts to educate pedestrians to 
exercise the degree of care required of them 
under the common laws. 

But they have the right idea, misapplied. 
They are like the old-fashioned doctors who 
tried to fight the fevers of disease, without 
concentrating their skill and energy against the 
cause. 

Automobiles are until human in- 
telligence sets them in motion. The vital factor 
with which we have to contend, in automobile 
operation is, therefore, human intelligence and 
the only practical way to produce real improve- 
ment in that intelligence is by education. 


harmless 


Progressive railway companies realized this 
important fact more than twenty years ago and 
made the most of it. 
sults. 

The average automobile driver is of a higher 


with very satisfactory re- 


order of intelligence than the average street car 
motorman and a far more promising subject 
from the standpoint of understanding. 

The answer to the question is therefore to 
reach the man behind the gun. Teach him how 
to operate his automobile in a careful, prudent 
manner at all times, to be constantly on the 
alert, observant of all the clinical signs of dan- 
ger that precede accidents and how to operate 
his car under the circumstances, with one con- 
stantly present thought in mind, that of pre- 
venting accidents. 

It is not the intention at this time to go into 
an extensive discourse of how this is to be ac- 
complished. There are various ways. 

Much must depend upon the means available 
and the character of the material to be reached. 

A campaign of education of automobile 
drivers, intelligently conducted, should produce 
much more satisfactory results toward reducing 
automobile accidents than any other course. 

Insurance companies, with their wide fields 
of automobile accident insurance, sincerely in- 
terested in the conservation of human life and 
limb, can do more constructive work in this 
direction than all the regulations and punitive 
methods heretofore applied. Coupled with the 
great “safety first” movement now so thor- 


oughly organized throughout the country, auto- 
mobile accidents can 
that, 
mobiles and automobile congestion, America can 
be made the safest country in the world. 


be reduced to the point 


notwithstanding its millions of auto- 


The mission of insurance is to protect. As 
originally designed, the protection took the form 
of more or less inadequate financial relief fol- 
lowing the fortuitous occurrence specifically 
covered. 

To-day, its field is broader, higher, nobler; to 
prevent as well as to indemnify, as indicated by 
its inspections of fire hazards, elevators, fac- 
tories, etc. Boiler inspection service has long 
been the principal selling feature of boiler ex- 
plosion insurance. 

Serious study and real constructive work in 
this direction should prove a distinct selling 
asset, increase the value of automobile insur-~ 
ance and possibly eliminate all suggestion ot 
compulsory insurance, with its attendant dan- 


gers. 


Our Paris Letter 

I'rance forming only one state, one would 
have thought that it was sufficient to form one 
syndicate for each class of insurance, or at 
most two: one for the stock companies and 
one for the mutual societies. 

Unfortunately this is not so, and the insur- 
ance forces are very much split, as I will show 
you. 

We have first of all three “Union Syndicales” 
of the companies: 

(a) Insurances of any kind, 
1895, grouping eleven syndicates and 122 com- 


founded in 


panies. 

(b) Insurances of any kind, but of foreign 
nationalities, grouping three syndicates and 
their works together. 

(c) Transport insurance alone, grouping two 
syndicates and five provincial associations. 

These three are simply corporated associa- 
tions and are supposed to look after the cor- 
poration’s interests. 

The fire insurance group is divided between 
a “Comité Syndical des Compagnies’’ (founded 
in 1834 and three members only, yet being the 
biggest French companies); a “Syndicat Gen- 
éral des Compagnies” (eleven members, some 
very big): a “Groupement Syndical des So- 
ciétés Indépendantes” (four good companies) ; 
and a “Syndicat des Compagnies Etrangeres” 
(thirty-eight members of foreign nationalties). 
All but the last one are exclusively French: 
the last two are simply associations, the two 
others members have to comply with a “tariff.” 

Life three 
“Comité des JDirecteurs de 
(founded in 1863, members: the four biggest 
I"rench offices) ; the “Syndicat des Compagnies 
Francaises (eight members), and the Syndicat 
(seven members 


assurance has syndicates: the 


Compagnies” 


des Companies [trangéres” 
of foreign nationalities). 

Marine insurance has also three syndicates: 
the “Syndicat des Compagnies Francaises” 
(thirty-four members), the “Syndicat des 
Compagnies [trangéres” (thirty-six members 
of foreign nationalities), and the “Comité des 
Assureurs” (ninety-two members, in Paris 
alone) is a kind of central claims department 
with assessors in every important port in the 
world. 

The workmen’s compensation insurance group 


is diveded between a ‘“’Réunion des Assureurs” 


x 


(thirty-five companies—members of which 
seven are of foreign nationalities, sixteen 
mutuals and five industrial syndicates); a 


“Syndicat des Compagnies” (founded in 1895; 
eleven members): a “Syndicat des Compagnies 
Etrangéres” (founded in 1917; twelve members 
of foreign nationalities), and a “Union des 
Mutualités Corporatives.” 

Capitalization and the saving insurance has 
syndicates: the “Féderation Syndicale 
des Sociétés” (eight founded in 
1914); the “Syndicat Général des Sociétés” 
and the “Union des Sociétés’ (twenty-one mem- 


three 
members ; 


bers). 

We have also one syndicate for each of the 
following classes: Plate glass (“Syndicat des 
Assureurs”’, founded in 1917, and twenty mem- 
bers); hail (“Syndicat des Compagnies,” nine 
members); reinsurance (“Syndicat des Com- 
pagnies Frangaises,” founded in 1918, eleven 
members), and burglary, house-breaking and 
theft (“Syndicat des Compagnies Frangaises,” 
sixteen members). 

To these we must add two mixed syndicates: 
(a) The “Réunion des Directeurs de Sociétés 
Mutualistes de France“ (fire, accidents, life, 
etc., with thirty-seven members), and (b) the 
“Syndicat Général des Sociétés” (insurances 
of any kind, including saving). 

[ must not either overlook the brokers’ and 
agents’ syndicates which amount to eight in 
Paris alone: the “Chambre des Courtiers Ter- 
restres” (terrestre excluding marine insur- 
ance): the “Syndicat des Courtiers Terrestres 
de la Région Parisienne” (Parisian brokers and 
heads of firm only); the “Union Syndicale des 
Courtiers Terrestres” ; the “Comité Central des 
Assureurs Francais”; the “Union Syndicate des 
Courtiers Terrestres” (including agents and 
members of firm’s staff) ; the “Chambre Syndi- 
cale des Courtiers-Jurés (sworn marine brokers, 
but in Paris alone); the “Comité Central des 
Courtiers-Jurés de France” (French sworn 
marine brokers), and the “Bureau International 
des Assureurs” (French section). All of these 
but the two syndicates of sworn marine brokers 
are sharing the same offices. To them we must 
also add many provincial associations of gen- 
eral agents: at least one in each “department” 
(province). 

G. FRoIsSARD. 
Brooklyn Brokers’ Annual Dinner 

The Brooklyn Brokers’ Insurance Associa- 
tion announces that its annual dinner will take 
place at the Hotel Bossert, Brooklyn, N. Y., 
Thursday evening, January 15. The gathering 
is to be an important one, with many well- 
known speakers. The following guests will at- 
tend: James A. Beha, Superintendent of In- 
surance: Leonard A. Saunders, secretary of 
State Federation of Insurance; Arthur S. 
Somers, president of the Brooklyn Chamber 
William B. Carswell of the 
Court: Senator William L. Love, 
; McCooey, Jacob Livingston and 
Assistant District Attorney Goldstein. 
President John J. Canning and the committee 
are working very hard to make this affair one 


of Commerce: 
Supreme 
Tohn H. 
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long to be remembered. 
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Education Never Ends 


The education of the agent stands out preeminently 
as one of the leading factors in the business of life 
insurance. 


Connecticut Mutual agents always have available 
educational facilities of a high character. To them 
inure benefits involving Company and policyholder. 


Non-medical life insurance is the most recent 
general public benefit announced by— 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 
Hartford 


Over 78 years old Conn. 














General Agents Wanted 


In 


Idaho Kentucky 
Washington Michigan 
Oregon Virginia 


Unusual opportunities and attractive 
contracts offered to men who are good 
PERSONAL PRODUCERS and who 
have the ability to ORGANIZE an 
agency. 





. Must have details regarding insurance experience, produc- 
tion in each of last three years, and particular territory desired, 
in first letter. 


For booklet ‘‘Why the Minnesota Mutual’”’ 
Write 
Oo. J. LACY, 2nd Vice-President—In Charge of Agencies 


The Minnesota Mutual Life Insurance Company 


St. Paul, Minnesota 











C. E. Clarke, President J. R. Anthony, Jr. Secretary 
CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 


General Offices: Physicians Building, Jacksonville, Fla. 
Accident and Health Insurance Commercial and Industrial 








YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 





REACHING HIS “SOFT SPOT” 


FOR HIS CHILDREN FOR HIMSELF 
Dad’s “‘soft spot” is his boy and his Wanted agents in Ohio, West Vir- 
girl. His one big ambition is their inia, Michigan, Indiana, Kentucky, 
educatic:, .u2ir start in life and in exas and Oklahoma. 
business, For our a erecta. 
Any Dad of a child from 2 to 14 
years of age will be tremendously in- ee HEALTH 
terested in the new “‘Child’s Endow- F . Ss. al 
ment Policies” of the Ohio State or business and professional men. 
Life. Complete Coverage. 

P - Non-Cancellable Term. 

The Ohio State Life service now $1,000 to $10,000 Specific Loss. 
ranges from ages 2 to 65 years, cov- —_ $10.00 to $50.00 Weekly Indemnity. 
ering the family group with few Moderate Premiums and Liberal 
exceptions. Commissions. 
Our agency contractsonthe partner- Accrued indemnity payable every 
ship basis will interest you. 30 days during disability. 


Our O. S.-Li.-Co. Automobile Policy is a great door-opener. 


THE OHIO STATE LIFE INSURANCE CO. 
John M. Sarver, President COLUMBUS, OHIO 








EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states 
of Illinois and Missouri with direct Home Office contracts 
Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 








AGENTS WANTED 


To sell an unrestricted Accident and Health policy costing $12.0 
quarterly. Covers every disease and every accident. Liberal com- 
mission paid to live producers. 


GREAT NORTHERN LIFE INS. CO. 


H. G. ROYER, Pres. Westminster Bidg 
C. O. PAULEY, Sec’y & Treas. CHICAGO, ILL. 


THE CHILD’S 20-PAY LIFE OPTIONAL ENDOWMENT 
POLICY OF THE 


GREAT REPUBLIC LIFE INSURANCE COMPANY 


Protects both the child and its parents and includes waiver of 
premium in event of permanent total disability of the father, 
who is the beneficiary. Agents are enthusiastic over its won- 
derful selling features. If you are interested, write for copy 
of ‘‘Making Dreams of Your Children’s Future Come True,” 
and our attractive proposition to agents. 
J. R. RAILEY, Manager, E. L. BLACK, State Manager, 
Southwestern Department, P. O. Box 299, 


401-2 Mercantile Bank Bldg. Newport, Arkansas 
Dallas, Texas. 


W. H. SAVAGE, Vice-President, Los Angeles, California. 





























W. E. SMALL, President 


OVER $3,000,000.00 SURPLUS AND RESERVES AS TO POLICY HOLDERS 


Georgia Casualty Company, atianta, oa. 


AUTOMOBILE 
PLATE GLASS 


BURGLARY 
LIABILITY 


AN AMERICAN COMPANY 


E. P. AMERINE, Secy. 


PROPERTY DAMAGE 
WORKMEN’S COMPENSATION 
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THE SPECTATOR 


FIRE AND CASUALTY EDUCATIONAL SECTION 


The Making of the Fire Insurance Rate 
(Continued from page 4) 


Each is entitled to his base rate. 


the base rate and the rating for the carpet manufacturer ; the 


second, the base rate and the rating tor 


manufacturer. 


Carpet 
Manufacturer 


Base rate 
Roof, non-standard 
Skylight, non-standard 
Height, seven stories 
Floors, single 

Heating, stoves 
Fire pails, lacking .. 
Tenants (five manufacturers ) 
One quart benzine (ordinary use ) 
Pressing—condition non-standard 
Self-closing waste cans needed 
Contractors 
Untidiness 

Unsafe conditions 


Total 


Ea TORT ILS | eRe ee MONG Cn ene ee ANorE aero ry 
Special unsafe heating apparatus and elec- 
tric lighting 
Total 
Omnibus manufacturing (15 per cent) 
Final rates 


It will be interesting to check items which by 


The first column represents 


Fire pails 
Benzine 
Pressing 


Untidiness 


the contract garment Uy cafe conditions 


Seli-closing waste cans 


eliminated in the makeup of the rate of proper insurance. 


Special unsafe heating apparatus and elec- 


: tric lighting 
Contract : 
Garment 


: Total 
Manufacturer 





$1.00 $1.50 
05 cS 
.O5 05 
5 5 omnibus charge. | 
O85 05 . 
.O5 O35 
10 10 rate almost $1.50. 
.40 .40 ; 
10 .10 
25 -25 represents the hazard. 
10 10 
25 25 
10 10 
.10 10 saat Fatt ae : 
- per cent of this amount is 1.925. 
$2.75 $3.35 
113 113 : : ; 
becomes at this point $2.51. 
50 250 
3.303 3-903 
504 504 
3.867 4.557 the rate is $2.636. 


mproved 


management and willingness to expend a little money, can be 


Getting the Signature 

Even after a prospect is convinced, he may 
balk at signing his name on the application. 
Some people seem to have an aversion to sign- 
ing a paper of any kind; others again, espe- 
cially those who are unaccustomed to writ- 
ing, sometimes feel embarrassed when asked 
to write, and will often do without insurance, 
although they want it, rather than go through 
the ordeal of writing, especially when anybody 
is Watching them. 

Getting the signature, therefore, 
tact. It is generally agreed that the expres- 
sion, “sign your name here,” is not good. It 
has the legal sound which causes the applicant 
to hesitate or refuse. It 
gested that “put your name on this line,” or 
“write your name on that dotted line,” are 
preferable expressions, but they are only a 
shade less objectionable. Some people don’t 
like to “sign,” “put” or “write” their name 
on any line, dotted or otherwise. 

Here is a tactful, easy method that has proved 
to be very successful. When the time comes 
to get the signature, say: 

“What’s your first name, Mr. Tyler?” 

“James.” 

“James Tyler in that blank space there.” 

Suit the motion to the word and hand the 
applicant the pen while indicating the space for 
him to sign. Make no reference to “signing,” 
“writing” or “dotted line.” 

An added advantage of this plan is that it 
gets the name in full. If you ask for the 


requires 


is sometimes sug- 


“ 


signature, or tell an applicant to write his 
tame, he is likely to write his initials, but 
when you say ‘James Tyler,” that’s what he'll 


write. If he has, or uses, a middle initial, 
he will usually write it in when he writes his 
name. 

While the applicant is 


him, nor don't stand over him. 


writing, don’t watch 
Fuss around 
for some papers in your pocket or on the table, 
alone. If turn 


but leave the applicant 


away and don’t bother him, he'll get it done, 


you 


hut if you stand over him like a schoolmaster 
he is likely to halk, and if he 
through. 

Give him plenty of time to sign and_ then 


does, you're 


take the application from him in a casual way. 
Don’t take it up and examine the signature 
for errors; act as though the deal was closed 
and make out the receipt for the premium. 
After the money look at 
the signature, and if there is any error, don’t 
tell him he wrote it incorrectly; simply say: 
“Oh, by the way, Mr. Tyler, my mistake, I 
told you to put “James” Tyler 
instead of initial. Just make it 
K.”—Field News. 


you get you can 


should have 
there 


“Tames” and it'll be O. 


your 


Companies 
five fire and ma- 
rine Java, 
which are under the same management, present 
a combined statement showing assets of 3,304,- 
214 florins; paid-up capital of 1,310,000 florins ; 
marine in- 
general reserve, 


Javanese 
1923. 
companies of 


Five 


December 31, 


Statement of 
As of 


insurance Batavia, 


fire insurance fund, 276,189 florins; 
surance fund, 216,940 florins ; 
375,824 florins: extra reserve, 250,000 florins; 
investment reserve, 21,350 florins, as well as 
The companies are the 
Nederlandsch-Indische: Tweede Nederlandsch- 
Indische; Koloniale; Tweede KoKloniale, and 


37 


loss reserves, etc. 


tents, but 5 per cent of the rate on the building, 


10 .10 
.10 .10 

.25 .25 

.10 .10 

we akeacaueits sail naa wrsemi eres ai al ah gtar aerate .10 .10 
Sapiens os Gu Giaichensedanntnegera eens .10 .10 

Seeavs Se near eta oN eras st tee rere .50 .50 
1.25 1.25 


Not only would the rate be reduced this much, but it would 
also be reduced 15 per cent of this $1.25 under the item of the 
n other words, a total reduction for these 
fairly easily made improvements would result in reducing the 


rhe building takes its rate from the tenant whose business 


In this case it is the carpet manu- 


facturer, and the building takes 70 per cent of the rate of the 
carpet manufacturer where it reaches the amount of $2.75; 70 


To this there is added an ex- 


posure charge of .085, a charge for special unsafe heating and 
electric lighting of 50 cents and the total rate on the building 


\ charge is then added for omni- 


bus manutacturing, not of 15 per cent, as in the case of the con- 


Therefore, 


This rate, of course, would share propor- 
tionally if the improvements suggested above were made. 


(To be continued) 


Tiedeman & Van Kercham 


general managers. 


Oosterling. 


are 





Two-Room Comfort 
At One-Room Cost 


It isn’t pleasant to spend one’s 
day or receive guests in one’s 
bedroom. In our new addition 
every room, single and double, 
is converted in the morning (by 
our special set up) into a pleas- 
ing, tastefully decorated living 
room. A spacious closet and 
private bath with each. 


$20 to $25 per week 


Hotel St. George 


Clark and Henry Streets 
Brooklyn, New York 
Phone Main 10,000 


Four minutes from Wall 
St., Fifteen from Times 
Square, Clark St. Station, 
7th Ave. Interboro Sub- 
way in Hotel. 
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THE 
BUSINESS BUILDER 
SERVICE 


A series of 


INFORMING WORKS OF VALUE 
TO AGENTS AND PROSPECTS 


By WILLIAM T. NASH 


Originator of Monthly Income Insurance 


Much valuable advice and instructive matter for agents, including the 
veteran and the beginner, can be found in the publications issued by The 
Spectator Company of which William T. Nash is the author. 


FOR INSTRUCTION OF THE AGENT 


MULTIPLYING YOUR INCOME, price $1.50 
This is one of tne pest books ever put out for the instruction of agents. 
Every beginner should master it and even the veteran will find new inspira- 
tion. In flexible binding. 


THE MONTHLY INCOME POLICY, price 50c. 

As the originator of monthly income insurance, Mr. Nash is especially well 
qualified to instruct the field workers on this subject. Large numbers of 
Policies have been placed through the hints contained in this book. Bound 
in cloth. 

A GREAT FUTURE, price 25c. 

A pamphlet showing forcibly the unlimited opportunities for advance- 

ment of the solicitor in the selling of life insurance. 


METHODS THAT WIN SUCCESS, Price 15c. 


Three short stories bearing on methods adopted by successsful agents are 
brought together under the above title. The names of these stories are 
“Eggs and Life Insurance,” “Blue Chips” and ‘The Man Next Door.’ 
Each story carries a lesson. 


THE STORY OF ED. REDLICH, price lic. 
A true story of the opportunities in Life Insurance for the average man 
told in simple but forceful style. 
CHARLIE FERRELL’S DEAD BOOK, price 10c. 
Describes the effective way in which Mr. Ferrell uses uncompleted appli- 
cations to get prompt action on the part of prospects. 


FOR THE PROSPECT AND POLICYHOLDER 


BIG BUSINESS AND LIFE INSURANCE. ........0.escccccccce -10 
US GEN EVN SEE 0 1S OES or ee ren -10 
Smee man ON ARUN, RARE oa 5 6 Win-o:0'sn sn x s6ip ono niaisinincoto-o a wis) 6's: 0)9 816% +25 
DOES A YOUNG MAN NEED LIFE INSURANCE?...........00+ «15 
FAMILIAR DANGERS LOSE THEIR TERRORS...........ee00- -10 
PARI IS ENV Bok MEN Ly DEAS... 015.0010 0001s osicee scenes ecccceees -10 
Koad AWN Dades MOOSE OUT OR LTE «4 oc. 0:0 5 0 5i010:0:010:0504:1 00 ss oeieis 10 


HOW MUCH LIFE INSURANCE SHOULD A FARMER CARRY? .10 
ES BSE NES WY ce ona See aki itelnaa eins oats nam wine aie ote . 
ONE BUSINESS MAN’S EXPERIENCE WITH LIFE INSURANCE .15 
aie” —™ EXPERIENCE WITH ENDOWMENT INSUR- 

ONE PARMER’ S EXPERIENCE WITH LIFE INSURANCE..... -10 
ONE SALARIED MAN’S EXPERIENCE WITH LIFE INSURANCE .15 
ONE SELF-SUPPORTING WOMAN AND HER LIFE INSURANCE .15 





ONE VOUNG MAN'S EXPERIENCH......sccccscccevcscceccevs 10 

PARTNERS AND LIFE INSURANCE... ......02.0cccscsesscacece -10 

REAL REASONS FOR LIFE INSURANCE.... eos «10 

VARs ATMO INNES, CEEES so 5 o.n 5.0.0 0's 5:0)000'0's 0.00 a swine sn -06e0'e'es - 10 
FOR MONTHLY INCOME PROSPECTS 

SETI AI RADNER AIA DUIS 5 510 0:0 0:0 :9:0:515,0 65)0:0:0 6100 )010:6 6:6:04)0i018°% -10 

PRR TI OTE ON INS Go sain wie aint cine sien os aevoid seam wlaeinisin Gnaeulas annie 10 


ONE WOMAN'S EXPERIENCE = A MONTHLY INCOME: : (15 


OUT OF THE MOUTHS OF BABES...........ceseceseeeceeeeees 10 
GRWUNN WERT WOU EMAVE onc cnncccsscsecvosnseoedecnes 10 
LEAFLETS TO PREVENT LAPSATION OF POLICIES 
NT as kc o ev vin dcins venesennes 10 
BORROWING ON YOUR LIFE {NSURANCE......22222TTTTTIT 10 
ES OGM MART nnn, anos cevccsenonceecacseeas 10 
DON'T THROW AWAY THE LIFE BOAT ...-- 0. - 0 esse cece eeee 10 
GIVING YOURSELF A CHANCE...........cccccceccceees mae 
HOW HOPES ARE SHATTERED... .10 
WHY WE DON'T LIVE DOREVER..............00ccssseesss00. -10 
LEAFLETS ON ACCIDENT AND HEALTH INSURANCE 
EE EES RCE Ee ae 
SOMETHING IS ALWAYS HAPPENING ............s00scccccee -10 
NT RE oot iibicwsenncadcoinnnsckunnunnapheuiavces 25 


Sample copies of all the Nash leaflets, varying between 10 and 25 cents 
each, amount to $4.50. The price of the two booklets Multiplying Your 
Income and The Monthly Income Policy is $2.00. Send $6.UU and we will 
mail you sample copies of all 39 of the Nash publications with the leaflets 
conveniently packed in a carrying case convenient for reference. Send 
for circulars giving prices in quantities. We will also mail you on applica- 
tion a 32 page descriptive pamphlet entitled The Business Builder’s Service. 


THE SPECTATOR COMPANY 


Cuicaco OFFICE 135 Wiiti1amM STREET 
INSURANCE EXCHANGE NEW YORK 








Non Assessable Policies 
SUBSTANTIAL SAVING 





Automobile Insurance 
Exchange 


Insuring all classes of Automobiles for 


FIRE, THEFT, COLLISION, PROPERTY 
DAMAGE and PERSONAL 
LIABILITY 





Keystone Indemnity 
Company 


Attorney-in-fact 





C. W. KANOUSE 


Vice-President 


R. A. CHASE 


Otis Building 
PHILADELPHIA, PA. 


Special Representatives desired in Pennsylvania and Maryland 





























We offer a direct Home Office contract 
under which you can qualify for 75 per 
cent. first year commissions and contin- 


uous vested renewals. 


WRITE: 


The Columbus Mutual 


Life Insurance Co. 
Columbus, Ohio 


We are admitted in District of Columbia, 
Colorado, Florida, Illinois, Indiana, Iowa, 
Kansas, Kentucky, Maryland, Michigan, 
Missouri, Nebraska, Ohio, Oklahoma, 
Pennsylvania, Virginia and West Virginia. 
We contemplate entering California early 
in 1925. 
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